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DONNELLEY CATALOGUES 
Make It Easy to Buy 
from THESE Distributors 


@ They are going right after that 65% of business which the 
Joint Merchandising Committee reports is “getting away from 
distributors.” 
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@ During this period of strictest economies, these seventy- 
eight progressive distributors have issued new Donnelley 
catalogues, to bring in valuable inquiries and orders by mail 
and ’phone. The majority of them know from long experience 
that Donnelley catalogues pay. 





@ Go after that 65°. of business by representing your manu- 
facturers most efficiently. It is impossible to sell supplies eco- 
nomically or efficiently without adequate up-to-date catalogue 
representation to keep all of your goods before the buyers. 


e Ask for sample catalogues and further information. 


R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET CHICAGO 
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THINK 








ABOUT 


WHATS BACK OF THE PACKAGE 


Analyze the Upson package—a fibre box, a 
printed label, and so many bolts or nuts or rivets. 

But don’t let your analysis stop there. Think 
about what made it possible. 

Think about the five million dollar plant with 
every facility right up to the minute. Think of 
the wealth of manufacturing experience gained 
during 60 years of operation. Think of the 
personnel trained to know the jobbers needs 
and to co-operate with him. Think of the ad- 
vantages of having a full range of styles and 


Bolts and nuts in all standard and special 
shapes, sizes, alloys and finishes. Standard and 
special rivets of all kinds. Wire rope clips. Turn- 
buckles. Beli fasteners. Automotive and railroad 
special items. Headed and threaded products 
for every use. Your specialties are our specialty. 


sizes at your instant command and a full stock 
ready for immediate shipment to you or to your 
customers. And finally, think what savings you 
can effect by consolidating your orders, your 
shipments and your invoices by purchasing your 
needs from one source—and a dependable one. 

A quality product—an honest effort to work 
with the Supply House—a price that is compet- 
itive with other quality headed and threaded 
products—a service that you'll appreciate— 
that’s Upson. 
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A Platform for 
Distributors 


1—ECONOMIZE 


By eliminating wasteful 
uneconomic practices. 


2—LOCALIZE 


By studying thoroughly 
the territory covered to 
determine the profitable 
trading area. 


3—SPECIALIZE 


By concentrating sales ef- 
forts on profitable items in 
known markets. 


4—ADVERTISE 


By developing a well- 
balanced program of 
publicity. 


A. M. Morris, General Manager. 
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Competition 


“Goodrich is convinced that greatest 
mutual benefit is possible through the 
coéperative association represented by 
merging its productive power as a man- 
ufacturer with the sales power of the 
industrial goods distributor.” 


_ O make the distribu- 
tor’s selling task eas- 
ier, our research staff, our 
product development divi- 
sion, bend every effort 
toward maintaining and 
advancing the high degree 
of excellence that has 
always characterized 
Goodrich products. 


“We are supporting the 
distributor with advertising that dominates 
the field of mechanical rubber goods. We con- 
stantly maintain our prices at productive 
levels. 


“By word-of-mouth, by correspondence, 
and by the liberal use of advertising space, 
we are constantly urging upon the industrial 
user the many advantages of buying through 
the distributor. 


“And finally, on every possible occasion, 
and by every means within our power, we are 


The b. F. Goodrich 


You get 


Coéperation . .. Not 


29 


i 


rs 


conserving the distribu- 
tor’s interests, both with 
respect to the securing of 
that business to which he 
is entitled by reason of his 
unquestioned service to in- 
dustry, and also with re- 
gard to the maintenance of 
the just and equitable 
profit to which such ser- 
vice entitles him. 

“T believe you will be interested in reading 
a reprint of the advertisement pictured on 
the adjoining page, entitled ‘It is clearly 
more economical for us to sell — for you to 
buy — through the distributor.’ 


“This advertisement, addressed to the 
industrial buyer, ran in the March numbers 
of ‘Purchasing Agent’ and ‘Mill & Factory 
Illustrated.” May I mail you a reprint?” 
J. H. Connors, Vice-President, The B. F. 
Goodrich Rubber Company, (Established 
1870), Akron, Ohio. 






VICE-PRESIDENT THE B. F, GOODRICH CO. 
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Goodrich advertising to the industrial buyer is like a copy of this advertisement, as it appeared 
“Purchasing Agent” and “Mill & Factory 
relationship with our distributors. (If you would Illustrated” for March, please write us.) 


Die 


a concrete example of the spirit that marks our in 


Ol pally Akron, Ohio 


Belting, hose and other rubber goods for every industrial need. 





FIG. 106-A 
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View in the testing department where every Jenkins standard bronze valve is given a wide-margin test 
At right: Fig. 106-A, Jenkins Standard Bronze Globe Valve, Screwed. 


EVERY VALVE is Tested— 


oth on steam and water. 


Every Jenkins Standard 
Bronze Globe, Angle, Cross 
and Check Valve is tested 
before it is shipped to you. 
It is made to demonstrate by 
a wide margin that it is tight 
and stays tight under the 
pressure for which it is rated. 


This test is carried out not 
only with water pressure, 
but also with steam. It gives 
a final check on all elements 
of design and construction. 
It guarantees proper me- 
chanical operation and free- 


dom from flaws. It is a serv- 
ice which Jenkins renders to 
assure your customers of re- 
liable and economical per- 
formance. 


Jenkins Service Representa- 
tives and Jenkins publication 
advertising are telling your 
customers about these valves 
and directing them to your 
supply house. Be prepared 
to meet these inquiries with 
a stock of these and other 
popular Jenkins Valves. 
Write us for full information. 


not just an occasional one 


JENKINS BROS. 


80 White St., New York, N. Y.; 510 Main St., 
Bridgeport, Conn.; 524 Atlantic Avenue, Bos- 
ton, Mass.; 133 No. Seventh St., Philadelphia, 
Pa.; 645 Washington Blvd., Chicago, Ill.; 1121 
No. San Jacinto, Houston, Texas. JENKINS 
BROS., Limited, Montreal, Canada; London, 
Eng. Factories: Bridgeport, Conn.; Elizabeth, 
N ; Montreal, Canada. 


enkins 


BRONZE IRON STEEL 


VALVES 


Since 1864 
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With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 


VOLUME XXII 








APRIL, 1932 


NUMBER 4 














Cincinnati Convention 


to Stress Better Sellin 


T be Triple Convention of the National, 
American and Southern Associations to be held in Cincinnati, 
May 2, 3 and 4, promises to be outstanding. A clinic on better 
selling covering a wide variety of sales subjects; group by industry 
meetings of distributors and manufacturers, and a presentation of 
the work accomplished by the Joint Merchandising Committee are 
timely, practical features which should command widespread interest 


were needed, now is the time. Not for years, have 

the demands placed upon salesmanship been so 
severe as they are at the present moment. Order-taking, 
which in boom times may get’ by, hasn’t a chance now-a- 
days. Getting business is difficult enough for even the 
best of salesmen. 

It is fitting, therefore, that the keynote of the coming 
Triple Convention of the Southern, American and 
National Associations to be held at the Netherlands- 
Plaza Hotel, Cincinnati, May 2, 3, and 4, will be better 
selling. An entire joint session of distributors and manu- 
facturers is going to be devoted to a discussion of sales 
inethods. Out of this session should develop practical 
ideas which individual distributors and manufacturers 
can put to use in their own businesses. 

This “Better Selling Clinic,” which has been set for 
Wednesday afternoon, May 4, will cover a variety of 
important subjects, including the value of distributors 
holding exhibits or shows in their places of business ; 
the worth of specialty departments; the value of time 
payment and rental plans in stimulating sales; how to 
operate successful sales meetings; the best methods of 
utilizing the assistance of manufacturers’ missionary 
men; facts about sales contests, and a discussion of 
business-producing advertising. 

Advance information concerning the above topics is 


L EVER hard-hitting, well-directed sales efforts 


being secured from distributors and manufacturers and 
a speaker will be assigned to open the discussion of each 
subject. 

Summed up, it will be the purpose of the clinic to put 
the selling methods of the industry under the microscope 
with the idea of uncovering flaws and developing con- 
crete suggestions as a basis for improvement. 

In addition to the joint session on better selling, the 
American Association plans a closed meeting of its 
own on this subject on the afternoon of Monday, May 2. 

Another important feature of the Convention is the 
group conferences of distributors and manufacturers 
for the purpose of making conditions surrounding the 
distribution of certain lines more profitable. Nine group 
meetings have been arranged for the following lines: 
abrasives and grinding wheels; pipe, valves, fittings and 
steam specialties ; small mechanics’ tools, hack saw blades 
and files; drills, taps, dies and chucks; electric tools; 
chain and chain hoists ; wrenches, drop-forged tools, vises 
and pipe tools; bolts, nuts and rivets; belting, pulleys 
and power transmission equipment. 


DVANCE preparation is being made to insure prac- 
tical, worthwhile meetings. Distributors are devel- 
oping suggestions regarding steps that manufacturers 
should take to make for better marketing conditions. 
Manufacturers will have practical suggestions as to how 
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D. C. JONES 


President, American Supply and 
Machinery Manufacturer’s 


Association 





distributors can function more efficiently. In addition, 
ways of minimizing uneconomic practices which eat into 
profits will be discussed thoroughly. 

The group-by-industry meetings are staggered in such 
a way as to permit conventionites to attend several. 


A third joint session 
of the Convention which 
should be outstanding is 
the one given over to the 
Joint Merchandising 
Committee. This meet- 
ing, set for the morning 
of May 3, will be in 
charge of L. G. Puchta, 
general chairman of the 


committee. Following 
Mr. Puchta’s opening re- 
marks, C. A. Channon 


will render the report of 
the finance committee; 
Phil Pidgeon will discuss 
who is the potential sub- 
scriber to the Committee 
movement and why he 
should be interested; G. 
H. Halpin will handle 
the topic of why manu- 
facturers welcome unity 
of thought and action 
among supply distribu- 
tors; R. H. Welton will 
speak on the common 
sense of unity between 
all supply distributors ; 
W. W. French will dis- 
cuss what the individual 
firm can do to assist the 
movement, and R. M. 
Gattshall will tell of the 
accomplishments of the 
past year’s work and 
what the future promises. 
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F. W. GLOVER 
President, Southern Supply and 
Machinery Distributors’ 
Association 


President, 


Why You Should 
Attend the Convention 


1. To take part in the “Better Sell- 
ing Clinic” at which will be dis- 
cussed practical ideas concerning ex- 
hibits or shows in distributor estab- 
lishments, specialty departments, 
time payment and rental plans, sales 
meetings, sales helps of manufactur- 
ers’ missionary men, sales contests, 
and advertising. 


2. To obtain the profit-making ideas 
regarding the distribution of nine 
major classifications of industrial 
supplies which are sure to develop 
in the group-by-industry meetings. 


3. To secure first-hand, the facts 
about the Joint Merchandising Com- 
mittee Program, including past ac- 
complishments and future plans. 


H. H. KUHN 
The National Supply 


and Machinery Distributors’ 


Association 


Besides the three key sessions explained in detail— 
the Better Selling Clinic, Group by Industry Meeting 
and Joint Merchandising Committee Program—there will 
he several group meetings of the three Associations as 
well as individual meetings of members of each Associa- 


ciation for the considera- 
tion of questions in which 
they are particularly in- 
terested and for review- 
ing their own work and 
making plans for the fu- 
ture. At one of the ses- 
sions, for example, a 
prominent member of the 
bar will talk on the sub- 
ject of “Price Control.” 
Following his presenta- 
tion, manufacturers who 
have been successful in 
carrying out a policy of 
resale price maintenance 
will tell of their experi- 
ences. 

In short, the Conven- 
tion program this year 
has been made so attrac- 
tive froma business 
standpoint that it should 
attract a record attend- 
ance. 

It is well-balanced, and 
out of it should come a 
wealth of money-making 
ideas for distributors and 
manufacturers alike. 
Plan now to attend the 
Cincinnati Triple Con- 
vention, take part in the 
discussions and profit by 
the constructive sugges- 
tions that are certain to 
develop. 
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How We Saved Money by 
| SPENDING IT 


' 
{ IKE alt other plants and business This important industrial user has 
‘ firms, we at Amsco are ROW, Es : P 
B4 more than ever before, looking found that modernization 1s the key 
for ways in which we can improve our 
\ production efficiency and_ still save to greater economy, greater profits. 
\ money. The distributor’s salesman, ° ‘ ’ 
( therefore, who can thus help us to Distributors salesmen who have 
-conomize is the only one we are in- ‘ ‘ ° ° 
is CC practical ideas concerning plant im- 


By economy, however, we don’t ne- 
; cessarily mean that we are looking for 
cheaper products. In fact, in market- 
ing our own output, our big selling 


provements are always welcome here 


} point is that we have a quality product By CHARLES FAHLSTROM 
which, though more expensive than Vice-President, American Manganese Steel Company 
some others so far as initial cost is Chicago Heights, Illinois 


concerned, will ultimately mean money 


saved for the consumer. So when a salesman 
comes in to us with this reason for buying his 
product, we recognize the truth in it. 

A couple of months ago a distributor's sales- 
man came in with this very argument, a more 
expensive oil than we had been using in the 
foundry which he said would do our work 
much better and also be cheaper in the end. 
He not only said it would, but he was right 
there with specific cases in which this par- 
ticular oil had actually done for other manu- 
facturers what he claimed for it. 

We took a trial order. Then we bought a 
month’s supply. Now we have used it for two 
months, and so far have found it to be very 
} ; : : satisfactory. It gives a stronger bond with 
( Both lift and electric trucks are used for handling raw less quantity when mixed with the sand, gives 

materials and finished products . a 
the sand a harder surface when baked and has 
a quality for holding the sand firm in the 
green, 

For these reasons, we find the ultimate sav- 
ing decidedly worthwhile. The increase in effi- 
ciency more than makes up for the difference 
in the original price. 





Similarly, we stocked up with some new 
emery wheels not long ago, which, though 
higher-priced than those we had been using, 
were more efficient, for they cut faster with 
less wear. This idea of saving in the long run 
on the net price is one on which we are thor- 
oughly sold. It is our policy no matter what 
we are purchasing. Once a distributor’s sales- 
man can actually show us that his product is 
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better, we are sold. But we 
don’t believe anything until 
it’s proved. We practically 
never buy a product that is 
only “just as good,” for 
such a claim would not jus- 
tify the risk of switching. 
Why experiment with a 
new, untried item when we 
know what the one we are 
using can do. 

A funny thing happened 
the other day in this con- 
nection. A man came in 
with a coupling that we 
were convinced would be a 
good thing for us to have. 
We put in an order, but 
have never received it. In 
these days of fighting for 
orders, such an instance of 
failure to follow up is rare 
indeed. 

One of the most im- 
portant improvements we 
have made in our plant 
within the last few years 
was the installation of our 
present system of sand- 
handling, by which the 
sand is conveyed to the 
molders and then returned 
to the sand-hoppers to be 
used again. After a mold 
is made on either a jolt or 
a snap machine, it is placed 
on a roller conveyor which 
terminates directly over a 
shake-out grate. After the 
mold is poured and the 
casting solidified, it is 
shaken out over this grate. 
The sand falls onto a recip- 
rocating conveyor and the 
castings are placed in boxes 
for transfer to the heat- 
treating department. 

This reciprocating con- 
veyor is at a right angle to 
all of the mold-carrying 
conveyors. It handles all 
of the shaken out sand, 











Above is the conveyor on which prepared sand is carried to the bins that serve 
the sand slinger. Below are the hoppers for prepared sand that are in use over 
squeezer machines. The conveyor and hoppers are part of the sand-handling sys- 
tem which relieved foundry congestion, made scientific sand control possible, 
increased production and enabled the company to make better castings 


passing it to a continuous belt conveyor. The latter hoppers directly over the molding machines with such 
passes over a magnetic separator, which removes all quantities of sand as may be required. This sand-han- 
magnetic pieces of metal into a hexagonal screw. From dling system has not only relieved foundry congestion 
the screen the sand is elevated by a bucket conveyor and made scientific sand control possible, but has also 
into two 50-ton hoppers which feed into two one-ton enabled us to increase production and make better cast- 


sand mixers. 


ings. In facility and speed of molding, with fewer men 


Two other 7-ton bins above the mixers supply all the required, the installation has justified itself. 
new sand needed for facing the molds. The old-time During the past year, we have completely revised and 
method of using shovels and wheelbarrows as measures modernized our pattern shop. One of the largest general 
to regulate the facing mixtures has been replaced by improvements here was the installation of unit drives 
accurate measures subject to definite control. on all machines, instead of having them run by power 
After the sand-mix has been made, it is carried by a from overhead shafting. We have eliminated all these 
series of transfer belts to distributing belts feeding the overhead shaftings and thereby saved money, for, with 
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the old system, we formerly had to have a large horse- 
power machine drive and a complete overhead shafting 
running, no matter whether one machine or 10 were 
operating, thus wasting a lot of power. Now with the 
direct drives, each individual machine has its own power, 
and we do not have to have an expensive machine run- 
ning just to give power for one small one. This new 
unit drive system also turns out more accurate work 
which, after all, is the most important consideration. 


Then too, we painted the fence surrounding our buildings. 

We also spent a lot of money during the last year on 
an intensive safety campaign, which is reducing some- 
thing more important than expenses, namely, accidents. 
Besides investing in special clothing such as goggles, 
safety shoes with box toes, leggings and so on, we have 
safeguarded our equipment—covering gears and moving 
parts on machinery—so that now all hazardous opera- 
tions are mechanically safeguarded 100%, though, of 


Another economy which is a 
by-product of the direct sav- 
ings brought about by replac- 
ing obsolete equipment with 
new, is that these improved 
facilities in our own plant have 
made it possible for us to do 
more of our work on our own 
machines instead of sending 
some of it out to jobbing ma- 
chine shops as we have done 
in the past. Doing the work 
ourselves, of course, is much 
cheaper. 

We saved time as well as 
money when we added a num- 
ber of small sanders in the 
pattern shop to the one large 
one previously used. By plac- 
ing these little machines at ad- 
vantageous spots throughout 
the shop, we are able to have 
a machine where it is wanted 
when it is wanted, and so have 
saved the time that formerly 
was wasted walking to and 
from the machine. This ar- 
rangement also has eliminated 
the congestion of men waiting 
for a chance touse the machine. 

Power-driven screw drivers 
to replace old automatic ones, 
and electric routers to take the 
place of hand chisels are two 
“new products” that we have 
found particularly useful and 
economical in the pattern shop. 

A new system of oiling has 
helped cut our maintenance 
and repair costs. We experi- 
mented until we found a grease 
that we were sure was the best 
we could get for our purposes, 
and then assigned one man to 
take care of all oiling in the 
entire plant. Now there are 
no more burnt-out bearings, 
and no more quibbling between 
departments as to who should 











Users Are Modernizing — 
Are You Gettin g the 
Business? 


THE modernization program of 
the American Manganese Steel Com- 
pany has been a broad one, includ- 
ing the installation of a new sand- 
handling system, complete revision 
of its pattern shop, replacing obsolete 
shop equipment with new, installa- 
tion of anew oilin g system, painting 
of buildings, and the carrying out of 
an intensive safety campaign, which 
has resulted not only in the purchase 
of modern safety equipment for work- 
ers, but also the installing of safety 
devices on machinery. This indus- 
trial user is not an exception to the 
rule. Industry is definitely interested 
in the money-saving possibilities 
which industrial modernization car- 
ries with it. Salesmen who are alive 
to the profit opportunities made pos- 
sible by modernization, and are 
equipping themselves with facts to 
enable them to meet the present-day 
demands of users, are building on a 
solid sales foundation. 











course, there are always un- 
foreseen accidents that can- 
not be provided for before- 
hand. We have also bought 
new ladders to replace old 
ones, safety feet for the 
ladders, and so on. 

Naturally in a plant of 
this type, our machine shop 
has to be complete and mod- 
ern, but even here we have 
been able to make improve- 
ments during the last year 
by using the very best and 
newest equipment. lor one 
thing, we are using heavier 
materials throughout. In 
some cases, we have found 
it worthwhile to have spe- 
cial machinery made to our 
own specifications, One ma- 
chine that we had built ac- 
cording to our own ideas 
was a boring mill for grind- 
ing which has proved very 
beneficial in producing extra 
fine work. A new large 
face grinder has already 
saved us money. 

On the other hand, we 
not only make use of other 
companies’ modern develop- 
ments, but we are, our- 
selves, always: experiment- 
ing with new products. In 
the last year or so we have 
put on the market a new 
manganese steel welding rod 
and a hard surfacing rod, 
in addition to improvements 
in our regular manganese 
steel for shock and abrasive 
wear and in our acid and 
heat-resisting steels. 

Our modernization pro- 
gram has been broad, be- 
cause we are convinced of 
the necessity of keeping 
abreast the times in order 


take care of which machines, as the entire responsibility 
is now centered in one man. Low pressure heating in 
our pattern shop also effects a saving in maintenance 
costs. 

One simple modernization program that we put into 
effect last summer was the application of some good 
old-fashioned paint to our buildings, including the roofs. 
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to maintain leadership. New methods and new products 
are being developed continually, and we are, naturally, 
on the lookout to adopt those which fit our needs, 

In short, no matter which aspect of the business is 
being considered—purchasing, production or marketing— 
we have found that modernizing is the road to greater 
economy and thence to greater profits. 








How We Went About 


Determining Our Market 


ET us think for a moment of 
industrial plants where your 
friends the buyers spend their 

working days. For years you and your 
salesmen have called on them in the 
interest of your business. In many 
ways, you have called their attention 
to the lines you handle. You have 
placed before them expensive catalogs 
which pictorially display your prod- 
ucts. On every call, you have talked 
to them about the items which you 
handle in the hope that you might 
stiniulate their interest in your firm. 

Yet despite all your efforts to keep 
in as close touch as is practical with 
individual accounts, there is so much 
competition for the average industrial 
user’s time that he actually has your 
company and its services in mind but 
a fraction of the working hours in any 
given period. It is difficult for a buyer 
to retain even a small 
part of the information 
concerning your company 
which you and your men 
may pass on to him, 

The reasons why this 
is true are obvious. If 
the man in a particular 
plant on whom you are 
calling is strictly a pur- 
chasing agent, he prob- 
ably has thousands of 
items to buy, many of 
which are entirely for- 
eign to your business. If 
he is a plant man—super- 
intendent, master me- 
chanic, foreman—he has 
production and mainte- 
nance problems to think 
about. If the firm is a 
small one, the man re- 
sponsible for purchases 
may be an executive who, 
in addition to doing the 
purchasing, may also 
manage the office, over- 
see the shop work, or 
look after sales and 











Our market survey card has been a 
good-will and business builder 
among buyers, has provided us with 
an easy, effective method of determin- 
ing markets, and focused the atten- 
tion of our salesmen on opportunities 
for sales to their own customers which 
they never dreamed existed 


By RUSSELL C. DUNCAN 
President, R. C. Duncan Company, 
Minneapolis, Minnesota 


have placed in a buyer’s hands should be 
of great value to him, particularly when 
he wants the complete description of a 
product. However, he will not always 
look in your catalog to determine whether 
or not you handle a specific item. In cases 
where a buyer is in doubt, he probably 
will do one of two things: 1. Send the 
order to a competitor who he thinks car- 
ries the item, or 2. Telephone various 
houses to determine which one does have 
it. Just how many buyers follow the lat- 
ter procedure can best be determined by 
listening to city desk men say: “No, we 
don’t handle that item,” or “Yes, we do 
carry it.” 

If you agree with us up to this point, 
then you will also admit that ordinary 
sales methods—personal calls, catalogs, 
direct-mail—need to be supplemented, if 
users are to think of your company when 
in the market for items you sell. There is 
a demand for some method that will help 
the salesman to point out his various 
products to buyers in a way which will 
emphasize to them just what his house 
really has to offer in the way of merchan- 
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imagination to recognize how impractical 
it is to expect the average buyer to retain 
information concerning even a small pro- 
portion of the hundreds of items handled 
by the industrial distributor. 
firm conviction that if a buyer were given 
a pencil and sheet of paper and asked to 
write down as many items as he could 
think of which are stocked by us or any 
other distributor, the number recorded 
As a matter of 
fact, the distributor, himself, would prob- 


would be very small. 


When our men made a call, they would bring out the 
card and ask the buyer to check off the items listed 
which his company used. 


It is my 


ably have trouble in naming a majority 

of the industrial supply items his own house carries. 
We believe we have an effective answer to the prob- 

lem of keeping buyers informed on our lines in our 


“Easy Reference Card.” 


This card lists the items we 


carry regularly in stock, indicating the page in the cata- 


log which gives complete 
information concerning 
each product, giving the 
name of the manufacturer 
of the product now han- 
dled, if different from the 
catalog listing, and making 
known the items which are 
not listed in the catalog. In 
cases where carload stocks 
are maintained, the infor- 
mation is tabulated. 

The card has a_ hole 
punched in it at the top so 
that the buyer can tack it 
up over his desk for quick 
reference. Across the top 
of the card is the statement, 
“Check items used by you. 
Remember us when in 
need.” Then in large type 
is our company name, fol- 
lowed by our address and 
telephone number. Also, 
space is left at the top of 
the card for our salesman 
to write in his name. 

On the reverse side of 
the card are a cut of the 
industry slogan, ‘‘Distribu- 
tors Serve Industry Eco- 
nomically—Buy It from the 
Distributor,” and a list of 
18 ways in which the dis- 


This “Easy Reference Card,” 
listing items carried regularly 
in stock, serves as a constant 
reminder to buyers to look to 
Duncan when in the market 
for industrial supplies and 
equipment. 
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tributor is of definite 
We were particular 


uted these cards. 






assistance to the industrial user. 
in the way in which we distrib- 
Not one was mailed out, this job of 


distribution being taken over by our own salesmen, When 
our men made a call, they would bring out the card and 
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ITEMS REGULARLY CARRIED IN STOCK 





:. Clamps, C (19) 
o ps, gency Pipe (124) 
Cleaners, Flue (174) 








Fine Busines (Bikhat NS) 
pigment t 

*.. Pittings, Iron Pipe (106-122) 
... Flux, Welding (59) 

Frames, Hack Saw (16) 

.. Gaskets, Asbestos (168) 
Jauges, Pressure (156-157) 

- Glasses, Gauge (141) 


(NS) 
-Goggles, Welders & Grinders (60) 
.. Graphite (176) 

-Grinders, Electric (34-35) 

.. Grinders, Hand (34) 

-Guards, Lamp (193-194) 
Ball Pein 


jammers, (8) 
.. Hammers, Claw (8) 
Hammers, Portable Electric (37) 
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-Handies, Pile (16) 

-Handles, Mop (65) 

- Heads, (65) 

. Heaters, Water (155) 

-Holste, Chain (39) 

. Holders, Tool (30) 

-Hoee, Air (Boston 169) mn 
lose, Crearvery 
jose, Distillate NS) 
lose, Fire (Boston 171) 
pone wey vod 8 
a eb 1) 
con, Send Bloat Cowes ten) 
—~ (Boston 168-168) 
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164) 
Packing (165-166) 
Paints, Acid Resisting (Valdura NS 
Paints. i 


lumin 
Paints, Heat Resisting (Uinuh NS) 
ts, House (H@M NS) 
Paints, Vortex (NS) 
Paints, Waterproof (Valdura NS) 


... Pipe, Iron (102) 
P 


Pots, Electric Glue (63) 
Pulleys, Wood & Steel (70-75) 
Pumps, Oil (160 

Pumps, Rotary (185-186) 


: Punches (9) 


Radiators, Cast Iron (181) 

Rags, Wiping (164) 

Reamers (Cleveland 24) 
eptacies, Self Closing (68) 

Reels, Hoge (173) 

Respirators (61) 

Rods, Welding (60) 

Rope, Manila (42) 

a a Wire (43) 

Rules, Zig Zag (11) 

panders, ible Electric (37) 

Saws, Band (17) 

baws, Circular (18, 19) 

icoops (47) 

Screwdrivers, Portable Electric (37) 

Screwdrivers, Hand (10) 

-Seal, Pipe Joint (175) 


.. Shaft Hi & Collars (77-85) 
eel (66) 













ask the buyer to check off 
the items listed which his 
company used. 

Checking the card was 
really a small detail, yet in 
getting customers to do it, 
our men admitted in many 
cases they had no idea that 
such a variety of products 
were being purchased. By 
the same token, many buy- 
ers were surprised to learn 
that our company stocked 
so many kinds of items. 

In addition to supplying 
industrial users with a quick 
reference table, this card is 
also of definite value to our 
own company as an aid in 
market determination. 
Our salesmen check du- 
plicate cards so that they 
have a clear picture of 
the requirements of specific 
users, 

The cards are classified 
by industry so that each 
salesman calling on a cer- 
tain class of customers has 
a definite guide to his needs. 
l‘or example, each salesman 
has a bakery card. On this 
card are checked those items 
which our survey tells us 
bakeries use. 

An interesting fact re- 
vealed by our survey is that 
a majority of our accounts, 
at one time or another, 
has had use for practically 
everything we sell. — 
(Continued on page 80) 
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Partial view of the maintenance depart- 

ment in a Southern tobacco factory. Every 

standard type of machine tool is put to 
use here. 


TRICTLY speaking, there is no 
such thing as a general line sales- 
man in our company. The men 
who sell one general line of supplies are 
specialists to the textile industry, and I 
am a machinery specialist. Lathes, drill 
presses, shapers, milling machines, auto- 
matic gear cutters, radial drills and other 
machine tools are included in the lines upon which my 
sales time is spent. 

It is my job to cover our entire territory, and, in so 
doing, | work quite independently of the regular sales 
force. Occasionally, of course, the regular salesmen 
can aid me, and vice versa. However, owing to the 
specialized knowledge required in the sale of machine 
tools and the time required in making sales, we have 
found it best to operate a separate department. 

Leads for machine tool sales, as a rule, have to be dug 
out by plain hard work. There is no golden secret as 
to where to go to pick an order off the purchasing 
agent’s desk. 

Sometimes, of course, an order does fall into our laps. 
3ut just as often, a sale will fall through after a lot of 
hard work and considerable time has been spent on the 
account. In selling machine tools, we make it a prac- 
tice to call on master mechanics and heads of shops. By 
being on friendly terms with these men, it is possible to 
work up a valuable prospect list for not only immediate 
but also future business. 

Often, the master mechanic may be sold on the idea 
that there is certain work now being done in jobbing 
machine shops that could just as well be done in his 
own shop at a large saving. Incidentally, the value and 
salary of a master mechanic depends largely on the 
amount of work done in his shop, so he is usually re- 
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By J. J. MCKENZIE 


Machine Tool Specialist, Carolina Supply Company 
Greenville, South Carolina 


There’s no royal road to selling ma- 
chine tools. 
by hard work and then followed 
closely until the prospects are on the 


Leads must be dug up 


dotted line 


ceptive to ideas that will increase the importance of his 
department. Particularly is this true if he also can save 
time or money for his employers. 

The sale of machine tools by the industrial supply dis- 
tributor pretty generally is confined to those used in 
plant maintenance work rather than production. There- 
fore, the sales angle to be stressed has to do with cut- 
ting costs. One has to show the customer how a new 
machine will save money, as for instance, purchasing a 
gear-cutting machine so that work can be done inside 
the shop instead of being sent out. 

I have found that accuracy and long life are para- 
mount sales factors in selling machine tools. The lathes 
we sell, for example, have a chilled steel bed and a 
soft carriage. The reason for this is that the lathe bed 
is the most vital part of the machine and cannot be easily 
replaced. Therefore, the carriage is purposely made 
soft in order that the damage will fall on it, should some 
unusual strain develop. Another reason for the neces- 
sity of having a strong bed is that 75 per cent of the 
lathe werk is done within 18 inches of the face plate, 
and most of the wear falls here. Lathes we sell are 
guaranteed within 1/1000 of an inch for every 12 inches 
from the face plate. 

Making demonstrations of machine tools is not often 
practical. We get around this difficulty by supplying 
the prospect with a list of users of our equipment in his 
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Help Us Sell 
Tools 


immediate territory. In this way, he can 
see the tools at work under actual plant 
conditions. 

In selling machine tools, past shop experi- 
ence is invaluable. I spent four years as an 
apprentice and then worked in a shop nine 
years before getting into the selling game. Many users 
like to talk over their problems with a man who has had 
actual shop experience, so it is an advantage both from 
the standpoint of making friends and uncovering ways 
in which the machines may be used to advantage. Then, 
too, with actual shop experience one can feature in a 
sales talk those points about a machine which are most 
likely to appeal to the operator. 

In connection with the sale of machine tools, we have 
found it desirable to display equipment prominently in 


| Machine Tool Sales Tips 


of new machines is economical. 


modern machines. 


of equipment. 
machine tool sale. 
price to recommend it. 


chine tools. 
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1. A vast number of machine tools are in use today 
that have outlived their usefulness years ago. 
Education is needed to show why the purchase 


2. Improvements and variations of steel and iron 
in the past few years increase the need for 


3. There are opportunities to sell machines in 
shops that are now sending part of their work 
out to jobbing machine shops because of lack 


4. Creating interest on the part of the master me- 
chanic is usually the first step in making a 


5. It is easier to sell a quality machine with superior 
features than a low-priced one with nothing but 


6. Years of shop experience constitute the best 
background for the successful selling of ma- 

















Every cotton mill has its own machine shop with lathes, 
drill presses, milling machines and other essential tools. 


the windows of our place of business. Some users do 
not think of the average industrial supply distributor as 
a source of supply for machine tools, and, therefore, it 
is imperative to have it displayed properly. Often, too, 
a buyer will come in for some other item, see a lathe, 
examine its construction and strike up a discussion con- 
cerning it. It may develop that he has a perfectly good 
lathe with which he is satisfied. It may 
have been made 20 years ago, and the pros- 
pect does not realize that at that time there 
were only a few grades of cast iron; that 
nowadays better materials are used in mak- 
ing lathes, and that today the requirements 
of a lathe for cutting modern metals are 
more rigid than formerly. When these 
facts are explained, a casual observer is 
likely to turn into a live prospect. 

To the industrial distributor who will 
operate a special department, headed by a 
good shop practice man, and put forth con- 
centrated sales effort on high quality lines, 
there is a real opportunity for profit in 
machine tools and allied lines. 

So much equipment still in use is obso- 
lete, that the replacement market alone 
offers real possibilities. Of course, busi- 
ness conditions have forced many potential 
buyers to hold back, but eventually they’re 
going to open up. When they do, the fel- 
low who has been plugging away with es- 
sential information on equipment that is 
needed will be rewarded with business. 

The distributor, properly set up, is in the 
best position to keep in close touch with the 
machine tool prospects in his territory, be- 
cause he is right on the ground and his cost 
per sales call is but a fraction of that of 
the manufacturer selling direct. 
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Does the I ndustry Want 


The Joint Merchandising 


Committee Movement? 


INCE its inception, Mitt SuppLies 

has intensively backed the movement 

sponsored by the Joint Merchandising 
Committee because it firmly believes that, 
properly supported by members of the in- 
dustry, it can be made a powerful factor in 
the interest of more economical industrtal 
distribution. 

The main purpose of the program, as has 
been pointed out repeatedly in Mitt Sup- 
PLIES, is to increase the flow of industrial 
supplies and equipment through the dis- 
tributor by means of an educational pro- 
gram. To accomplish this purpose, the buy- 
ing habits of many industrial users must be 
changed, the sales policies of many manu- 
facturers altered, and the sales and buying 
practices of many distributors corrected. 


What is the attitude of the in- 
dustry in regard to the program 
sponsored by the Joint Merchan- 
dising Committee? Why have 
not more distributors and manu- 
facturers contributed to its sup- 
port? In order to obtain a frank 
expression of opinion from the 
industry, Mill Supplies has di- 
rected a number of pertinent 
questions concerning the move- 
ment to distributors and manu- 
facturers in the belief that a 


“Have you any ques- 
tions concerning the 
program which may be 
puzzling you?” 

In order that a frank 
expression of opinion 
might be secured, MILL 
SUPPLIES agreed to 
withhold the identity of 
those giving their 
views. Here are the an- 
swers received from 
distributors. 

“We believe the mill 
supply industry wants 
the program sponsored 
by the Joint Merchan- 
dising Committee. 





Only by a consistent, persistent hammering 
home of facts to each interested party— 


consensus would be valuable as a 


“The central office is 
undoubtedly doing all 


manufacturer, distributor, user—can_ real guide to future progress. For it can to promote the 
> ay be made. ° “ampaign, but a major- 

headway be made. sean . obvious reasons, the names of es 
lhe central office of the Committee, estab- 


lished last August, was charged with the re- 
sponsibility of putting the program into 
actual operation. This entailed, of course, 
the securing of greater support from the 
field at large so that an effective program 
could be gotten under way. Accomplish- 
lishments of this office have been recorded month by month 
by Mitt Suppties and the Co-ordinator, official bulletin of 
the Committee. Many new subscribers have been obtained, 
but not a sufficient number to insure the ultimate success of 
the program. 

Business conditions, undoubtedly, have held back many 
prospective subscribers. But is that the whole answer? In 
an effort to find out just what distributors and manutac- 
turers do think about the Joint Merchandising Committee 
movement, Mitt Suppiies has put to them the following 
questions : 

“Does or does not the industrial supply industry want the 
program sponsored by the Joint Merchandising Committee ? 

“Does the industry believe that such a program, designed 
to enhance the distributor’s position in industry, can really 
be effective ? 

“In your opinion, is the central office of the Committee 
doing all that can be expected of it? Do you have any 
criticism of present activities of the central office? What 
are your suggestions as to other activities which might be 
entered into? 

“If vou are a subscriber to the movement, are you satis- 
fied that you are getting your money’s worth? 

“If you are not a subscriber, what are your reasons for 
holding back? 
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ity of the members are 


those giving their views are not not showing sufficient 


interest to keep it go- 
ing. It is necessary to 
have 100% cooperation 
from distributors and 
manufacturers to insure 
the ultimate success of the Joint Merchandising plan. 

“We are subscribers but do not know how to tell whether 
or not we are getting our money’s worth. One big job to 
be accomplished as we see it, is to take steps to improve 
competitive conditions brought about by destructive direct- 
selling competition. 


made known 


“We have obtained results from the movement by using 
the facts put out by the central office to arm our salesmen 
with sales ammunition. We insist on our salesmen familiar- 
izing themselves with these facts so that they can use them 
in persuading users to buy from us. 

“The only puzzling thing to us in regard to the program 
is to know what reasons any legitimate distributor or manu- 
facturer can offer for not backing it.” 

* * * 

“The industrial supply business needs an honest, conscien- 
tious, cooperative effort such as the one outlined by the 
Joint Merchandising Committee. 

“T believe a Committee, free from the taint of past or 
present practices that may prevent those in the industry 
from having the necessary confidence in the individual 
comprising that Committee, can really be effective. Any 
other Committee is simply wasting the money and time of 
those who may support it. 

“The program outlined is comprehensive enough, but 
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every angle of the distributing situation should be 








studied and every problem solved before the Commit- 
tee can hope for a practical solution to distributors’ 
problems. 

“How, for example, can the Committee function 
so as to prevent manufacturers selling through agents 1. 
who carry no stock, frequently give up a part of 
their commissions to bribe buyers to purchase from 
them, often pay no taxes to help maintain the buyers 
community and are not set up to give real service? 

“What is to be done for the manufacturer who 
cannot get a stock-carrying distributor in a given 3. 
center because there is none not already handling a 
competing line? 

“What is the solution to the problem of one manu- 4. 
facturer making a number of items under different 
trade names and tying up all the available distribu- 
tors in a given community ? 3. 

“What is the solution for the agent—changing 
policies of many manufacturers who have little or no 
honor and whose written and spoken words are next 
to worthless? 

“T am not a subscriber and will not be until I am 


= 
convinced that there are no individuals in charge os 
who can be bought or otherwise induced to betray 8 
their trust and have the avowed intention, plus the ° 
moral strength, determination, tenacity and latent 9 
ability, to put the program over. When I believe the : 
gun is good and the aim true, I will help furnish 10. 
and fire the ammunition. 

“T am holding back because I am not convinced 11. 
that the gun is good nor the aim true. Further, | 
do not believe that this is a cooperative matter be- - 
tween manufacturers and distributors. By making it 
such, the distributor is simply letting the manufac- aie 
turer water his milk. 14. 

“I favor a distributor organization composed of 
honorable distributors who have definite policies of 
buying and selling. Then, if a manufacturer believes sans 
it is to his interest to tie up with such distributors, 
let him be admitted to associate membership, subject = 
to proper rules.” 

* *& @ 

“For some time, we contributed to the Joint Mer- i. 
chandising Committee as we are in sympathy with 
the work, and believe the Committee has been as suc- 18 
cessful as can be expected in view of the limited ° 
number of subscribers. 

“However, we are the only distributor subscriber 19. 
out of a possible eight in our city, and do not feel 
that we should continue to stand the whole expense 20. 


alone. 

“On major lines we have six to eight competitors 
who have forced prices so low that we are compelled 21. 
to give more attention to another department of our 
business which is more profitable. 


“The cause of the Committee is a worthy one, ‘but 22. 
during this depression, there is not a sufficient de- 
mand for industrial supplies in our territory to war- 23. 


rant our going ahead.” 


Questions That Warrant Answers 


In what way will the Committee’s Program aid in preventing 
manufacturers from selling through non-stock carrying agents 
who are not set up to give adequate service and thus sell on a 
price basis in competition with legitimate distributors? 


How can this plan help the manufacturer who is unable to get 
distributors in given territories because all the available ones are 
tied up with competing lines? 


What is the solution to the problem of one manufacturer making 
a number of items under different trade names in order to tie 
up all the distributors in a given community? 


What is the remedy for the agent-changing policies of many 
manufacturers who have little or no honor and whose written 
and spoken word is next to worthless? 


Is this a cooperative matter between distributors and manufac- 
turers? By making it such, is not the distributor simply letting 
the manufacturer water his milk? 


Why should not a movement of this kind be operated by a 
distributor organization which would admit manufacturers to 
associate membership subject to proper rules? 


Why should we continue to support this movement when our 
competitors do not? 


How can this movement benefit distributors far removed from 
the seat of activities? 


Is the Joint Merchandising Committee just another name for 
the Associations? 


What can the Committee do for the individual distributor which 
he cannot do better himself? 


Why have not more distributors joined this movement? 


Are not fear and lack of confidence in our competitors holding 
up progress? 


What can we do to help this program along besides subscribing? 


How can an individual distributor measure results from a move- 


ment such as is being sponsored by the Merchandising Com- 
mittee? 


Why should we back the Merchandising Committee when we 
are already members of other similar cooperative organizations? 


Does not the ultimate success of this movement depend some- 
what upon the establishing of distributor sales policies by an 
increasing number of manufacturers and the backing of such 
manufacturers as do have definite policies by distributors? 


Is it not true that there are too many Associations already 
operating in the field and that this situation is causing many 
prospective subscribers to hold back? 


Has not considerable time and money been wasted in distributing 
the facts concerning industrial distribution which were secured 
by the Committee through research? 


How widespread is the demand for this movement among dis- 
tributors? 


Is not the material being sent out by the Central Office too 
complicated to be readily understandable? Why not simplify 
the points being stressed? 


Why have there not been more personal calls made to secure 
additional subscribers? It’s easy, you know, to ignore a mail 
invitation. 


Are not present conditions adverse to the successful launching 
of such a program? 


What has the Committee really accomplished? 











*x* * * 


“We are thoroughly sold on the plan and believe 
it will be the biggest forward-step ever taken by distribu- 
tors, if the members of our industry will cooperate. 

“It is imperative for us to meet the new conditions we 
are faced with, and the only way we can do it is by secur- 
ing the wholehearted cooperation of all. 

“If distributors could but show manufacturers that they 
are in accord with the movement, I am convinced that the 
latter would be more than glad to do their part.” 


APRIL, 1932 


“The Joint Merchandising Committee program may have 
merit, but we have not sufficient faith in it to make any 
investment.” ' 

x ok Ok 

“Since the plan is designed to advertise distributors, it 
unquestionably will react advantageously to us. 

“T have suggested that our Committee endeavor to get 
the National Purchasing Agents’ (Continued on page 26) 


15 








‘ 


} 
t 
\ 
‘ 








“And who do you think was in the coupe with the 
salesman? Believe it or not, there was nobody, but this 
guy still talking and waving his arms.” 


By WALTER J. HOLMES 


Eastern Field Editor, Mill Supplies 


HIS morning I am standing by the front window 

nipping toothpicks into small bits and waiting for 

the boss to finish wrestling with a salesman. Up 
the street a few yards is a parked car. In the driver’s 
seat I see a guy waving his arms. Then I make out 
some loud talking. 

“Gosh,” I think to myself, “this salesman has prob- 
ably got his prey far from home, and is putting him 
on the spot where he won’t be interrupted.” 

First I think the sale is about made on account he 
seems to be closing the talk with a masterly discussion 
about something or other, real estate maybe. And the 
guy sure can talk, too. His voice radiates enthusiasm ; 
decision fairly crackles from his fingertips. I figures 
him for one of those birds that sometimes loses sales, 
but never arguments. Somehow I knew that the pros- 
pect who said “no” after an unbeatable sales talk like 
that would feel like a blundering babe in the business 
woods, and would have to beat his wife to regain his 
self-esteem. 

My curiosity is up by this time and I begin to specu- 
late on the prospect that I can’t see. I haven’t heard 
a yip out of him. Maybe he is just waiting for the 
broadcaster to sign off for a chance to ask how much he 
ought to buy. Again, he might be one of those cold 
pans who looks like a fish taking in the Sunday visitors 
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— Salesman Sam Hears a 


Canned Sales 


Talk 


at the Aquarium. If he is trying 
to get this salesman self-con- 
scious and wondering if he is 
m wearing a Christmas necktie or 
something of the kind, he isn’t 
having much luck, because this 
guy never stops for breath. 
Finally it gets too much for 
my curiosity, and I stroll out, 
acting like I was going to run 
over to the drug store for a pack 
of cigarettes. 1 get opposite the 
coupe and just casually glance 
in. And who do you think was in 
the coupe with the salesman? 
Believe it or not, there was 
nobody, but this guy still talking 
and waving his arms. He would have seen me, but his 
eye was On a rear-vision mirror, so he could see the 
expression on his face and judge whether it was just 
the right one for that particular section of the canned 
sales talk. 

I didn’t want to embarrass the poor guy so I walked 
on to the drug store and bought a package of cigarettes 
[ didn’t need. When I get back this John Barrymore 
peddler is in our office asking for the boss and giving 
Eileen, the guardian of appointments, a ‘“‘could I ever be 
so lucky as to know you?” sort of a smile. 

Just then the door opens and the boss comes out fol- 
lowed by Johnny Gross who peddles for the Acme 
Company. “I gotta sketch of that special machine here 
in the desk,” says the boss. “And those gears I was 
telling you about will work out fine.” 

“Yer full of horse liniment,” Johnny cracks back, pull- 
ing a sketch from his pocket. “Here, let me show you.” 
“Wait awhile” says the boss, looking at the visitor. 

“I represent the National Fabricating Associates,” 
the guy says, extending his card. And the next thing, 
he is plunging into a spasm of oratory like he used on 
himself in the coupe. 

66) UT” says the boss, “how do they work out in this 
application,” and he pulls out a sketch like Johnny 
had. 

“T’ll come to that in a minute,” says the guy, bucking 
into his canned sales talk, for fear he would forget 
where he left off. 

And right then that guy queered himself, because any- 
thing other than the answer to (Continued on page 52) 
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For Industrial Distributors 





Published by The Osborn Manufacturing Co. 


(Advertisement) Copyright 1032 





“A Brush was just a 
brush until we backed 


the Osborn Plan,” 


says H. A. DAYER 





H. A. Dayer, 
and General Manager, 
Abrasive Machine and 


Treasurer 


Supply Co., Newark, N.d. 





ROBABLY because brushes 
so universally used and 
accepted as industrial necessi- 
ties, it is human nature NOT 
to think of them in terms of 
sales development. 


This point was mentioned by 
H. A. Dayer, Treasurer and 
General Manager of The Abra- 
sive Machine and Supply Com- 
pany of Newark, New Jersey. 


Said Mr. Dayer, ‘‘Formerly, 
we carried brushes asan accom- 
modation to our customers. 
Our salesmen picked up 
brush orders here and there 
but made no attempt to rec- 
ommend brushes for particu- 
lar requirements. 


“Then along came The 
Osborn Plan with ‘‘Brush 
News”’ and Catalog No. 176, 
packed full of salesinformation. 
Our salesmen started thinking 
more seriously about brushes. 


*‘Now they try to get all the 
facts they can about a cus- 





tomer’s brush requirements 
and make definite recommen- 
dations for applying the right 
brushes to those requirements. 
Then they sell the customer 
on the advantages of concen- 


“OSBOR> 


The Mark of Better Brush Service 





A Complete Line 
of Production and 
Maintenance Brushes 


Wire Wheel Brushes 

Fibre Wheel Brushes 

Paint and Varnish Brushes 
Wire Scratch Brushes 
Floor Sweeping Brushes 
Upright Bass Brooms 

Push Brooms—Wire and Fibre 
Counter and Bench Brushes 
Window Cleaning Brushes 
Rotary Brushes 

Flue and Heater Brushes 
Special Purpose Brushes 


JHE OS80RN MANUFALTURING LOMPANY 


5401 Hamilton Ave. - Cleveland, Ohio 
Sales Branches: 
New York, Detroit, Chicago, San Francisco, 
Los Angeles 





trating ALL his brush pur- 
chases in the Osborn line. 
That kind of brush selling 
means VOLUME.” 


One indication that Abrasive 
Machine and Supply Com- 
pany is ‘Brush Conscious” is 
demonstrated by the follow- 
ing incident. 


Mechanics and shop foremen 
frequently visit Abrasive Ma- 
chine and Supply Company to 
make purchases and discuss a 
wide range of shop problems. 


Recently, a long glass show 
case was placed on the floor 
with a complete assortment of 
Osborn Wire and Fibre Wheel 
Brushes. This makes it possible 
to quickly and conveniently 
show the complete line to a 
customer seeking information 
about cleaning and finishing 
problems. Most customers 
appreciate this helpful 
service and the result is better 
brush business. 
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A Quick Visualization of Important Factors 


in Selecting Osborn Wheel Brushes 


The chart on the preceding page points 
the way to the selection of an Osborn 
Wheel Brush to meet a standard re- 
quirement. The following chart quickly 





ON WHAT TYPE OF 
EQUIPMENT WILL 
THE OSBORN WHEEL 
BRUSH BE USED? 








Ss 


PORTABLE OR 
FLEXIBLE SHAFT 
EQUIPMENT 


TATIONARY 
GRINDER 




















IS THE 
SPEED OF 
THE MOTOR 


CON- 
STANT 
oO 


R 
VAR 
ABL 


ww i 


] 
E 








R.P.M.OF MOTOR 
(Spindle Speed) 

The relation of spindle speed of 

motor to diameter of brush, sur- 

face speed of brush and other 

factors are of major importance. 


summarizes the major factors of con- 
sideration which are fully explained 
in Catalog 176—A guide to the in- 
dustrial application of Osborn Brushes. 




















PRESSURE 


Best results can be obtained by 

giving careful attention to the ex- 

planations appearing on Page 15 
of Catalog 176. 





SURFACE SPEED 
OF BRUSH 


The surface or peripheral speed 

of the brush is the speed, in feet 

per minute, of the brush at its 
circumference. 




















A ‘‘Brush Conscious’’ Salesman can be of ex- 
ceptional service to users of Osborn Wire and Fibre 
Wheel Brushes by using the informatjon in this 
issue of Brush News in connection with Osborn 


THICKNESS 
OF BRUSH 


Measurement is made at the 
arbor hole. 





DIAMETER 
OF BRUSH 


Establishing 
diameter of 
brush requires 
eareful 


consideration. 























GAUGE OF 
WIRE 


Determined AFTER the diameter 
of Brush and R.P.M. of Motor 
have been established. 








Catalog No. 176. The more a “‘Brush Consci- 
ous’” Salesman convinces his customers that he 
is ready to give constructive help at any time, the 
more that salesman’s brush business will increase. 


JHE OSBORN MANUFALTURING LOMPANY 


5401 HAMILTON AVENUE 


CLEVELAND, OHIO 


Sales Branches: New Y ork, Detroit, Chicago, San Francisco, Los Angeles 
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Keeping in Touch with 
DISTRIBUTION 


Pertinent comments on timely topics from 


other fields of distribution 


Distribution Economies 


CHART entitled “What One 

Hardware Wholesaler Discov- 
ered,” printed by the Domestic Dis- 
tribution Department of the Chamber 
of Commerce of the United States, 
explains clearly in chart form the 
benefits to be derived from careful 
analysis of products, sources and cus- 
tomers. This wholesaler found that 
by reducing the number of customers 
by 56%, his sales territory by 28%, 
the varieties of products carried by 
31% and the number of manufac- 
turers patronized by 19%, he was 
able to increase his annual net profit 
by 35% and the ratio of net profits 
to gross sales by 68%. Another chart 
from the same organization cites the 
experience of an electrical whole- 
saler, who found that 40% of his 
orders were yielding 100% of his net 
profits, 88% of his gross profits, 
91% of his volume and 71% of his 
handling expenses. 


* x * 


Duties of Sales Manager 


RINTERS’ INK Monthly out- 

lines the duties of the sales man- 
ager for the automobile dealer as fol- 
lows: 

1. Analyzing his territory and set- 
ting an objective for his year’s sales. 

2. Determining the number of 
salesmen needed. 

3. Locating salesmen of the right 
caliber. 

4. Employing salesmen on such a 
basis as to assure, so far as possible, 
permanence and high production. 

5. Establishing a plan of compen- 
sation best adapted to the product and 
to local needs. 

6. Directing and controlling the 
daily activities of salesmen to get the 
greatest possible returns from their 
time and ability and from the dealer’s 
territory. 

7. Training salesmen to get re- 
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sults, to increase the proportion of 
sales “contacts,” by improving the 
methods of dealing with prospective 
buyers. 

8. Stimulating loyalty, enthusiasm 
and determination to succeed. 

9. Helping salesmen to close sales. 

10. Controlling sales department 
expenses. 

While most of these duties seem 
elementary in their nature, a recap- 
itulation designed for another form 
of distributing agency may present 
food for reflection among distribu- 
tors’ sales managers. 


New Era in Industrial Selling 
kK MERSON_ Brewer, advertising 
4 manager, Lamson Company, 


writes in Class and Industrial Mar- 
keting for January: 

“Time was when recommendations 
for changes in factory equipment and 
their selection came from the heads 
of producing departments. But that 
was in the days of volume produc- 
tion, big dividends and easy money. 

“Now in hundreds of plants it is 
the president himself who decides 
that $400 will be spent on a new mo- 
tor; that new lathes should be pur- 
chased. The man who guards the 
red ink —the executive who is an- 
swerable to his board of directors or 
his stockholders for dividends—now 
personally passes on $200 and $300 
expenditures. 

“This marks a new era in indus- 
trial selling and the era we are en- 
tering is one out of which we will 
not pass for many years.” 


* K ok 


Business Birth Control 


RY Goods Economist for No- 
vember reports that business men 
of Long Beach, aware of the localiz- 
ing aspect of the matter, have cre- 


ated their “Business Birth Control” 
plan with 3 purposes : 

1. To determine where dealers of 
different types should be located. 

2. To determine trade possibilities 
of various neighborhoods. 

3. To help merchants study their 
competitors. 

The plan is based on the assump- 
tion that retail trade is unbalanced in 
different parts of Long Beach. Be- 
cause trade may be intense down- 
town, the assumption is that it is 
likely to be moderate uptown, The 
object of the plan is to equalize the 
retail units among the sections of the 
city, 

In time, bankers merchants 
who have used this “Business Birth 
Control” plan, believe it will readjust 
the retail outlets to fit the buying 
power of the community. 


and 


“ee 


* * * 


Hardware Distribution 

R. THEODORE N. BECKk- 

MAN, professor of market- 

ing, Ohio State University, 
is quoted as saying in a recent ad- 
dress that the wholesaler is still a 
dominant factor in the distribution 
of hardware. Drawing his figures 
from the Census of Distribution for 
14 major hardware lines, Dr. Beck- 
man finds that the wholesaler is 
handling 40% of the total. The per- 
centages of the various lines, how- 
ever, range from 21.4% for window, 
door screens and weather strips to 
80.4% in the firearms industry. 
Direct selling by manufacturers to 
retailers was found to amount to 
only 442% of the 14 lines consid- 
ered. The statistics showed that some 
of the most efficient concerns in this 
field are those doing a volume of 
from $300,000 to $400,000 annually, 
indicating the possibility of small- 
scale operation at a profit in the 
hardware field. 
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WHO’S WHO 


DUANE M. FOLSOM 


President and General Manager, 
Pacific Mill and Mine Supply Company 
Los Angeles, California 


NLY 38 years old, yet 

for the past seven years 

active head of a large 
industrial distribution company 
is the record that Duane Folsom 
has made for himself. And he 
has made it by close application 
to his work since the early days 
of the company he is with now, 
for he has never been with any 
other in the years since he left 
school. 

He was born in Carson City, 
Nevada, in 1894, but his parents 
moved to San Francisco when he 
was three years of age, and it 
was there that he went through 
grade school and High School. 
Then he entered the industrial 
supply company which his fath- 
er, E. B. Folsom, had established 
in 1907 under the name of the 
Pacific Mill and Mine Supply 
Company, having branches in Portland, Oregon ; Seattle, 
Washington; San Francisco and Los Angeles. 

At first, his duties in San Francisco were those of 
general roustabout, as he expresses it, most of the ap- 
prenticeship being spent in the stock room, for he had 
to learn the stock, and there was no other way. But at 
the end of the year his father started him out as a 
salesman, first in the Seattle office. A year was spent 
there, selling both inside and outside, when he was 
brought back to San Francisco to cover the marine and 
shipbuilding trade. This in itself was an education to 
the young salesman. His customers were principally the 
chief engineers of the steamships, and although not 
quite the class of tough customers that Jack London 
delighted to describe, yet nevertheless a rough and ready 
sort who liked a man or did not like him, and if they 
did not like him, they did not buy from him. It was 
Folsom’s ability to make friends with them and get busi- 
ness where older and more experienced men often 
failed, that established him firmly on his feet as a real 
salesman. Liking him, they specified his materials and 
supplies, assuming, of course, that they were of high 
quality. But having once specified and bought, how 
they did make him toe the mark on service and delivery. 
Let a salesman fail in these respects just once and it 
was too bad for him. 

After two years on the waterfront he was sent to 
the other extreme, the arid desert and mountain mining 
towns of Arizona, New Mexico and parts of Old Mex- 
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The responsibility of head- 
ing up an industrial sup- 
ply business was thrust 
upon Duane M. Folsom 
when he was but 30 years 
of age. However, his 
earlier training, first in- 
side learning the stock, 
and later as outside sales- 
man, plus an inherent 
ability to succeed, enabled 
him to click from the start 


ico. This little strip of territory 
that he covered out of the Los 
Angeles office was a rough loop 
some 3,000 miles in length, 
through a country so hot at 
times that the inhabitants do not 
keep thermometers outdoors in 
the sun, for fear that if they 
should happen to look at them 
in the middle of the day they 
would fall dead from the shock. 
His trade was with the big cop 
per and gold mines and with the 
cotton gins, for this company 
has always obtained considerable 
volume from the cotton industry. 

This immense territory was 
covered entirely by automobile, 
and in those times, the roads 
were none too good. Sometimes 
he would have to travel at no 
more than 10 miles an hour, and 
his journeying would take him 
as far east as El Paso, Texas. These trips would 
require from 8 to 10 weeks, but it is surprising to learn 
that on the average he would be able to see about 5 
customers a day. Some of the towns were of fair size, 
where he could see quite a number of concerns. Other 
stops were at mere mining camps where a single mine 
would be in operation. But in these latter places there 
might be half a dozen men who would do the buying— 
superintendents, foremen, master mechanics, and so on 
—and he could get sizeable orders from each one, so it 
was like calling on a whole flock of fair-sized accofmnts. 


N old Mexico, he sold to both Americans and Mexi- 

cans. Business men of the latter race were usually the 
descendants of the true Spanish. They could generally 
talk English, and he had picked up a useful smattering 
of Spanish, so they got along fairly well. Business with 
them, however, could not be conducted in the ordinary 
manner of “present-your-proposition and get it over 
with.” There first had to be shown a certain amount of 
hospitality on the part of the Mexican buyer, not infre- 
quently extending to visits to his home, Then, after a 
leisurely manner they got down to business. It did not 
pay to get restless or impatient with them, or you did 
not get the order. Three years of these 3,000-mile 
jaunts young Folsom put in for the company, and then 
he was appointed manager of the Los Angeles office. 

His father died in 1924, and since that time Duane 
Folsom has been president and (Continued on page 68) 
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Super salesman is the term people 


think of when Duane Folsom’s name is mentioned. It is no wonder, for 


his early training selling the marine and ship-building trade was so hard 
that everything since has seemed simple by contrast. Even now, in spite 
of the fact that he is president of his company, he still spends almost 
half his time on the firing line with his salesmen. 

APRIL, 1932 
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Triple Convention to Sponsor 
a Sales Clinic 
D ISTRIBUTORS who are interested in 


practical sales-building ideas will do 
well to attend the Triple Convention 
of the National, American and Southern 
Associations in Cincinnati, May 2, 3 and 4. 

Never before has an industrial supply con- 
vention program been crammed so full of 
thought-provoking, interest-compelling sub- 
jects. Of special interest should be the 
“Better Selling Clinic” at which numerous 
sales plans and ideas will be up for discus- 
sion. Here will be an opportunity to secure 
first-hand information on sales methods that 
have stood up under fire. From this one ses 
sion alone, you may obtain sufficient sales 
ammunition to repay you many times over 
for the expenses incurred in attending the 
convention. 

The Associations are to be congratualted 
for their farsightedness in setting up a sales 
clinic as one of the outstanding features of the 
coming meeting. Surely real salesmanship is 
one of the crying needs of business today. 

This prolonged depression has sapped the 
sales strength of many organizations. Sales 
men are being turned down so often, they’re 
beginning to lose heart. Yet sales managers, 
in the main, are doing nothing to bolster 
their morale, to aid them in their drive for 
the elusive order. 

Sales management—the directing of sales- 
men’s efforts as regards both profitable lines 
and profitable markets—is becoming increas 
ingly important. To manage sales successfully 
entails not only a fundamental knowledge of 
the business, a thorough understanding of 
the territory served and the knack of getting 
along with salesmen, but also sales vision. 


A sales manager must be able to visualize 
practical ideas and plans for stimulating sales. 
Further, he must have the ability to inspire 
his men with those ideas and plans so that 
they can put them to profitable use. 

No one individual or group of individuals 
has a corner on ideas. All of us can learn 
from the other fellow. Thus, this unusual 
opportunity of sitting in on a sales clinic such 
as is being sponsored by the three Associa- 
tions should be received enthusiastically by 
distributors everywhere. Out of it should 
come numerous sales ideas which will aid 
sales managers in their efforts to secure an 
increasing volume of profitable sales. 
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“Don'ts” for Salesmen and 
Buyers 


Ts Chicago Chapter of the National 
Association of Purchasing Agents re- 
cently discussed “Don'ts for Purchas- 
ing Agents” and “Don'ts for Salesmen.” 
They bear repeating here. For purchasing 
agents these five commandments were made: 

1. Don’t keep salesmen waiting an un 
reasonable length of time for an interview. 
Unnecessary delay is one of the most general 
complaints against purchasing agents. 

2. Don’t say the price is too high if it 
isn’t true. A reputable house quotes its best 
price first. 

3. Don’t be unreasonable in your de- 
mands. 

4. Don’t be discourteous. 

5. Don’t judge a man’s goods by his ap- 
pearance. 

“Don'ts for Salesmen” included the follow- 
ing: 

1. Don’t make any excuses for your solici- 
tation. 

2. Don’t call on the purchasing agent 
with no definite object in mind. 

3. Don’t assume that the purchasing 
agents knows who you are, what you are 
selling or what firm you are with. 

4. Don’t come in, lay down your card, 
sit down and say nothing. 

5. Don’t ask these questions: “How’s 
business?” “How does the weather suit 
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you?” “How did you enjoy your vacation?” 
“Where did you go?” 

6. Don’t ever shake hands with the buyer. 
The handshake is a most unnecessary, tiring 
and annoying exercise. Often it isn’t sincere. 

Whether or not you agree with these in- 
junctions wholly or in part, they contain con- 
siderable food for thought. It wouldn’t be 
hard to get salesmen to agree with the 
“Don'ts” for purchasing agents, nor to secure 
the acquiescence of buyers to the “Don'ts” 
for salesmen. 

In order to secure any real benefits from 
the points made, however, it will be neces- 
sary for each interested individual to take to 
heart those which apply to him directly and 
make the most of the suggestions. 
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Balance Your Budget 


VERYWHERE you turn, you hear 
the term “balanced budgets.” Large 
businesses and small are finding it 

necessary to budget on the basis of today’s 
requirements. Hoping for better times and 
going on the assumption that prosperity is 
just around the corner, but doing nothing to 
help speed its return, has simply retarded 
progress toward a return to normalcy. ° 

The soundness of business generally de- 
pends upon the soundness of the individual 
enterprises which make up the whole. Thus, 
just so rapidly as individual businesses are 
put on a firm footing will our entire business 
structure be sound again. 

Colonel Ayres, noted economist of Cleve- 
land, has just said that we are probably faced 
with 30 more months of depression. Not a 
very pleasant outlook to be sure, yet it em- 
phasizes the dire need of balancing budgets 
all along the line. 

This means, of course, keeping expenses 
in line with the business activity of today, 
studying territories and lines more thor- 
oughly than ever, and selling merchandise 
only at a profit. 

It’s no test of business skill to operate at 
a profit in boom times. Balancing the budget 
then is a simple matter. The business, how- 
ever, which is so budgeted as to operate at a 


profit when the going is hard, has ample 
justification for its right to exist and prosper. 


XK 


Determining the Market 
; NOTHER distributor who is applying 


the principles of Mitt Suppuiss’ 
Market Determination Plan relates his 
experiences on page 10 of this issue. 

Russell C. Duncan, president, R. C. Dun- 
can Company, Minneapolis, in his article, 
tells how his company has secured essential 
marketing data through the use of a market 
survey card. By means of this card, it has 
been possible to classify accounts according 
to sales possibilities and establish sales poten- 
tials on specific items. 

In addition, by supplying buyers with cards 
on which are checked the items handled by 
Duncan which they use, a permanent sales 
reminder is established. 

This method of market determination has 
already proved its worth even though it has 
been in use but a short time. And, as Mr. 
Duncan has put it, “the further we get into 
this subject of determining markets, the 
greater the possibilities loom.” 
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Market Development Facts 
FTER months of research, MILi 


SuPpLigs is ready to release vital sta- 
tistics which will serve as a definite 
guide in developing markets. 

For the fitst time, distributors will have 
available to them, in simplified form, facts 
and figures concerning the manufacturing in- 
dustries by city, county and state. No longer 
will it be necessary to estimate markets. 
Statistics, based on government figures, will 
supply accurate information. 

Obviously, the magnitude of the work 
does not permit the publishing of facts con- 
cerning the entire country in one issue. How- 
ever, beginning next month, and at intervals 
thereafter, these vital marketing data will be 
released. Watch for this new forward-step of 
Mit Suppuies, a necessary adjunct to its 
Market Determination Plan. 
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Association to take cogni- 
zance of the movement. 

“As yet there is no way of 
telling whether we are get- 
ting our money’s’ worth. 
However, we are heartily in 
favor of the movement and 
believe it will eventually be 
productive of results. 

“T do not believe any of us 
distributors realize how 
much influence a cohesive or- 
ganization of distributors 
would have in getting manu- 
facturers into line and do feel 
that definite thought should 
be given the idea of utilizing 
our full strength.” 

x *k x 


himself.” 


tors are coming in.” 


; : from the distributor.” 
“We are not subscribers to 


the movement, having dis- 
cussed the matter from every 
standpoint and come to the 
conclusion that we can obtain 
better results by investing our 
money in salesmen and doing the distributor.” 
advertising of our own.” 
* * 

“In our opinion, the effort 
is worthwhile, and we are 
enthusiastic about it. No one 
doubts the power of advertis 
ing, and if the Committee can 
function as an advertising 
medium for the distributing 


backing this movement.” 


Why We Favor the Plan 


“We have subscribed and feel that we are getting our 
money’s worth. Our only regret is that many more . 
distributors have not subscribed.” 


“We are thoroughly in accord with the movement and 
are putting on a concerted campaign in our district to 
secure additional subscribers.” 


“We believe the movement will be worthwhile if it does 
nothing more than make the distributor take stock of 


“We are enthusiastic about the program but are very 
much disappointed in the way industrial supply distribu- man 


“If distributors would indicate that they are in accord 
with the Committee movement by subscribing, manufac- 
turers would be glad to do their part.” 


“Through this movement, we have obtained ideas 
which our salesmen are using to persuade users to buy 


“Few of us realize the influence a cohesive organiza- 
tion of distributors would have in getting manufacturers 
to adopt and stick to fair sales policies.” 


“If this Committee can function as an advertising de- 
partment for distributors, it should aid materially in 
getting users to appreciate the economic importance of 


“We think this is a worthy movement and should be 
backed by the entire industry, though, as usual, it is 
hard to get everybody to pull together on one plan.” 


“An immense amount of work has been done, a sur- 
prisingly large amount of valuable information com- 
piled and an active interest created in the movement.” 


“We cannot think of any logical reasons why legiti- 
mate distributors and manufacturers should refrain from 


“From what we know of 
the plan, we do not think the 
movement will ever be much 
of a success until a much 
larger percentage of manu- 
facturers become interested 
in and sponsor it. 

* ok * 


“We subscribe to the pro- 
gram, are heartily in favor 
of it and have tried to give 
it our fullest cooperation. 

“T think we have the right 
as executive manager 
and believe he’s doing all he 
can, but there seems to be a 
great lack of interest on the 
part of the distributor. 

“Apparently there is but 
one reason why the distribu- 
tor is not more interested, 
and that is because he lacks 
confidence in his competitor 
as well as the plan. 

“[ do not believe very many 
companies would hesitate to 
bear their share of the ex- 
pense if they could be thor- 
oughly convinced that the 
plan will bring definite re- 
sults, help stabilize markets 
and restore confidence in one 
another. 

* * * 

“We believe the program is 

a splendid one and have sup- 








industry, it will undoubtedly = = 





crystallize opinion among 
industrial users as to the 
economic necessity of the industrial supply distributor.” 
ko ok x 
“We are not subscribers because we are not able. When 
our assets become liquid, we intend to help the movement 
along. At present we must be left alone to fight our local 


battles.” ae Sal as 


“We were one of the charter members of the distributors’ 
association some 30 years ago. It is our understanding that 
the Joint Merchandising Committee is just another name 
for the association. 

“We were never able to see any advantages in belonging 
to the association and therefore discontintied our member- 
ship years ago.” 

* * & 

“We believe the movement to be worthwhile, although we 
are not a subscriber. Due to business conditions, we have 
had to put ourselves on a strict budget which, unfortunately, 
does not permit any appropriation for such purposes. 

x * x 

‘Naturally, we are interested in any program that will 
benefit the mill supply industry. However, in our sparsely 
settled district, far removed from the seat of activities, we 
feel that the movement can be of little benefit to us. For 
this reason, plus the fact that our business is extremely 
depressed at this time, we are not subscribing to the plan.” 

* * * 

“We are not a subscriber to the plan because we have 
never really had it thoroughly explained to us. As you 
probably realize, we are principally a hardware rather 
than mill supply distributor, our mill supply line being 
but one of many lines we carry. 
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ported it financially and 
morally since its inception. 
Without doubt, the campaign 
can be effective, but it needs the wholehearted support of 
the industry. 

“We can see many good things that have been accom- 
plished through this program, but wonder if fear and lack 
of confidence in our competitors are not holding back the 
work. 

“Tf all distributors would take a definite stand on the mat- 
ter, it seems to me that the better type of manufacturer would 
fall in line and then it would not take long to put our in- 
dustry on a more satisfactory basis.” 

* ok 

“We believe the program can really be effective. We are 
subscribers and feel that we are getting our money’s worth. 

“Our only regret is that a great many more distributors 
have not subscribed, but the hard times undoubtedly have 
had much to do with holding back subscriptions.” 

* * * 

“Although we are not members, we certaitily appreciate 

the work the Committee is doing.” 
* * * 

“Time alone will tell whether or not the program will be 
helpful. Usually some good is accomplished when con- 
centrated effort is put forth within an industry.” 

* * * 

“We are subscribers to the movement and feel we are 
being repaid for our investment. The Committee has tre- 
mendous problems that cannot be worked out over night. 
However, we believe the work so far has borne fruit.” 

* * * 

“It is difficult to judge the benefits of a movement of this 
kind, but we are of the opinion that it is a good one and 
have contributed to the fund. If the movement does noth- 
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ing more than make the dis- 
tributor appreciate his own 
importance to industry, it will 
have been a success.” 

* 2 * 

“While we think the Com- 
mittee is doing some useful 
work, we are not supporting 
it. The reason is because we 
belong to various other simi- 
lar organizations and cannot 
justify an additional expendi- 
ture.” 

* 6 * 

“T feel that the Committee 
is doing a wonderful piece of 
work. Distributors and manu- 
facturers should give the 
movement loyal support.” 

x * * 

“While we are enthusiastic 
about the prcgram, we are 
very much disappointed in 
the way distributors are back- 
ing it. It certainly looks to 
us as though distributors 
stand to profit most from the 
movement and therefore they 
should be the first to get be- 
hind it.” 

* * * 

“We believe the movement 
a good one and expect to be- 
come a subscriber.” 

* * * 

“We have not yet sub- 
scribed to the program be- 
cause we have never been 
very deep in the general sup- 
ply business, but have spe- 
cialized on pipe, valves and 
fittings. 

“We have been doing quite 
a bit of reorganizing and re- 
adapting ourselves to condi- 











WhyWe Are Opposed to the Plan 


“We have not sufficient faith in the movement to 
make an investment in it.” 


“I do not believe that this movement should be a 
cooperative one between manufacturers and distributors, 
but rather favor a distributor organization which would 
admit manufacturers to associate membership subject to 
proper rules.” 


“Under the present set-up, the distributor is simply 
letting the manufacturer water his milk.” 


“I am not a subscriber because I am not convinced 
that the Committee’s gun is good and aim true.” 


“We have considered the matter from every standpoint 
and believe we can obtain better results by investing our 
money in salesmen and advertising of our own.” 


“We understand the Joint Merchandising Committee 
is just another name for the Association. Having never 
been able to trace any advantages from membership in 
the Association, we resigned years ago.” 


“Being far removed from the seat of the Committee’s 
activities, we can see little possibility of receiving bene- 
fits from the movement.” 


“We are principally hardware distributors, mill sup- 
plies being but a department of our business, and there- 
fore, have not been particularly interested. From what 
we know of the plan, we do not think it will be much 
of a success until more manufacturers sponsor it.” 


“The small number of distributors and manufacturers 
now supporting the movement should not be expected 
to carry the load for the entire industry and unless 
others are soon awakened to the necessity of giving their 
support, it is doubtful if the plan can succeed.” 


“We understand distributors have not subscribed very 
liberally to the movement. If distributors are unwilling 
to render proper support to a program designed 100% 
to benefit them, it would seem that manufacturers would 
be very foolish indeed to keep on spending their money.” 


“The way distributors are backing this movement 
seems to indicate that they are following an old custom 
of letting the other fellow carry the load.” 


“We have subscribed to the program principally as a 
gesture of good will toward the distributor, but are not 
convinced that any real benefits will result from it.” 











tain source of supply on a 
certain day so that this manu- 
facturer would receive letters 
from many distributors on the 
same day asking his coopera- 
tion. This procedure might 
leave a greater impression on 
manufacturers than receiving 
letters at various intervals.” 
ee * 

“While we are not sub- 
scribers to the program, we 
do feel the Committee is 
working along proper lines.” 

* * * 

“We believe the program is 
worthwhile, but can’t spare 
the money just now to back 
it.” 

* * * 

“We are not strictly mill 
supply distributors, and, 
therefore, are not particularly 
interested in the movement.” 

ee = 

“The Committee is making 
headway and should be sup- 
ported.” 

* * * 

“Tt is our belief that the 
Committee is doing a good 
job. We were one of the first 
to contribute and are satis- 
fied. We do not know how 
to measure actual results, but 
are confident that good is be- 
ing done.” 

* * * 

“We are in hearty accord 
with any plan that can be 
made generally effective and 
which will help stabilize busi- 
ness. While I do believe that 
organized effort among dis- 





tions, and hope that when the general business situation im- 
proves we will be able to come along 100%.” 
. « « 

“I believe the industry does feel that the Committee’s 
work can be effective, but I don’t think that individuals 
within the industry appreciate that their wholehearted co- 
operation is needed to put the program over. We think the 
movement should be backed by everybody, though, as usual, 
it is hard to get our industry to pull together on one plan.” 

se @ 

“We are not familiar with the Joint Merchandising Move- 
ment, but from past experience can say that any cooperative 
programs attempted in the past have not been very success- 
ful in our immediate vicinity.” 

* * * 

“We are of the impression that the program should be of 
great value to the industry. However, we have made known 
our position and can only repeat it: ‘It is impossible for us 
to consider participating at this time, and we cannot promise 
any definite action for the future.’ ” 

* * * 

“There is no question but that the program will enhance 
the distributor’s position, if properly backed by distributors 
and manufacturers. 

“The only suggestion I have in regard to the work is 
that the central office ask each distributor to write one cer- 
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tributors will bring about 
certain improvements, yet our industry needs a thorough 
cleansing before manufacturers can be approached with 
clean hands.” 
x * * 

“It seems to me that the undertaking of the Committee 
is of such stupendous proportions that real results cannot 
be hoped for immediately. 

“T have often wondered whether or not some manufac- 
turers who, during these times of small volume, find it too 
expensive to sell direct and therefore are inclined to work 
with the distributor, will be of the same mind when business 
improves. It is my opinion that in many instances manu- 
facturers are adopting a program of expediency rather than 
one of confirmed belief. 

“If we are to judge the desires of an industry by the 
percentage of the total number of distributors who have 
subscribed, it would seem that the program is not wanted. 
Viewing it from the standpoint of volume, however, one 
gets a more favorable reaction. 

“We are in favor of the program and hope its activities 
can be enlarged.” 

* * * 

Now that we have had the frank views of distributors as 
regards the movement, let us check the opinions of manu- 
facturers. Here are their reactions concerning the plan: 

“It would be difficult to prophesy (Continued on page 54) 
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The Holo-Krome 
: Sales Policy 





Holo- Krome has always, since its very 
beginning, pursued a strict policy of sell- 
| ing through the industrial distributor 


This policy of serving the consuming trade through 
the industrial distributor was, and is, followed be- 
cause we know it to be the most economic outlet 
for us as manufacturers, and the best and surest 
source of supply for the consumer. 


The appointment of a distributor for Holo-Krome 
products is but the initial step in fulfilling our 
policy. Recognizing that present market conditions 
necessitate modern scientific selling plans, we are 
organized to properly co-operate with our distribu- 
torsin establishing and exploiting profitable markets. 





If this sound Holo-Krome policy backed by a 
product of uniform excellence, fairly priced, in- 
terests you, we invite your inquiries. 


Xt 2100 


President 


Holo-Krome Screw Corporation 
Hartford, Conn. 


| 
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Newsy facts about industrial distributors 


A Letter of Commendation 
HE following letter has just 
been received by MiLt Sup- 
Lies from R. M. Gattshall, ex- 

ecutive-manager, Joint Merchandising 
Committee : 

“It has been my privilege to see 
the three advertisements that MIL 
SUPPLIES is running in the March, 
April and May issues of Factory and 
Industrial Management and Mainte- 
nance Engineering. 

“Two things stand out as_ being 
especially noteworthy in the cam- 
paign. First, the advertisements are 
well worked up; and second, the evi- 
dence of continued effort on the part 
of Mitt Suppries that should win 
general approbation from the field. 

“As I look back over the years 
since this activity took shape, I’m well 
aware of the fact that Mitt SuppLies 
has been a consistent and persistent 
booster. Editorially, you have helped 
by carrying the story of our efforts 
as news. Your men have talked con- 
structively, which has been evidenced 
by letters and reports I have received, 
and now this last evidence of good 
will really makes a very imposing 
picture. 

“On behalf of the Committee, per- 
mit me to thank Mitt Supp vies. 

* * *K 


A. A. Willke of San Antonio 
Machine and Supply 
Company Dies 
A. A. Willke, vice-president of the 
San Antonio Machine and Supply 
Company, died at his home, Tuesday 
evening, March 8, 1932. He was 62 

years of age. 

Mr. Willke was born in Kendall 
county, but had lived in San Antonio 
for 45 years. His early business ca- 
reer was spent in the machinery busi- 
ness of the F. F. Collins Manufactur- 
ing Company, where he served until 
1898, when he associated himself with 
the late M. Krueger in the organiza- 
tion of the San Antonio Machine and 
Supply Company, serving actively as 
vice-president until his death. During 
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and their salesmen 











his early years with “Samsco” he 
served that organization in the capac- 
ity of sales manager, and became 
widely known in southwest Texas. 
* * Ke 
Clark New Chairman of Chicago 
Distributor Group 

Wendell H. Clark, vice-president, 
Samuel Harris and Company, Chi- 
cago, has just been elected chairman 
of the Chicago local group of indus- 
trial supply distributors. This group, 
which meets once a month, numbers 
among its membership practically all 


Wendell H. Clark 


the distributors in the Chicago ter- 
ritory, including Joliet and Rockford 
as well as Chicago. 

Mr. Clark has been active in the 
affairs of the National Supply and 
Machinery Distributors’ Association 
for several years, having served on 
many important committees. 

In his new position as chairman of 
the Chicago group, Mr. Clark suc- 
Carl A. Channon, vice-presi- 
dent, Great Lakes Supply Company. 

OK * * 
Mohr-Jones Takes on New Lines 

Mohr-Jones Hardware Company, 
Milwaukee, has taken on the line of 
Milwaukee industrial brushes and 
Johns-Manville packings. 


cee ls 





Ryerson Company Adds New 
Officers 

At a meeting of the directors of 
Joseph T. Ryerson and Company, 
Incorporated, on January 25, the fol- 
lowing changes and additions in of- 
ficers were made: 

Everett D. Graff, for some years 
a vice-president, becomes first vice- 
president. Robert C. Ross, formerly 
assistant to the president in charge 
of plant operations, was elected vice- 
president. Harold B. Ressler, gen- 
eral manager of sales, becomes vice- 
president. All other officers were re- 
elected. 

At the annual stockholders’ meet- 
ing, Robert C. Ross was also elected 
a director of the corporation. 

All of these men have been very 
active in the management of the firm 
for many years and enjoy wide ex- 
perience and acquaintanceship in the 
steel industry. 


* *x * 


Carey Machinery Distributes 
Gears and Forgings Line 

Carey Machinery and Supply 
Company, Baltimore, Maryland, has 
been appointed distributors of G & 
F speed reducers and Falk flexible 
couplings, manufactured by Gears and 
Forgings, Incorporated. 


* &£ »* 


Windle Vice-President of 
Standard Mill Supply 

The Standard Mill Supply Com- 
pany, Providence, Rhode Island, an- 
nounces that J. H. Windle, formerly 
northern and export agent of the 
Woonsocket Machine and Press Com- 
pany and the Fales and Jenks Ma- 
chine Company, has been elected vice- 
president and a director of the com- 
pany, and will join the organization 
at once. 

With his experience of over thirty 
years, designing machinery, mill en- 
gineering, manufacturing and _ inti- 
mate knowledge of cotton machinery 
problems, the Standard Mill Supply 
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TRAVEL 
the DIXON HIGHWAY 
TO GREATER PAINT PROFITS 


To sell more paint to more people at more profit with a minimum of numbers in your stock, 


sell DIXON'S. 
Combine industrial business with your household and general paint business. 


Here are five Dixon Paints having assured industrial and household consumer acceptance: 


DIXON’S INDUSTRIAL ‘PAINTS and weather as well as hot, cold, salt, acid or alkali 
by Superior to any straight red lead paint because the water. Widely known and used in factories, homes, 

pigment is flake silica-graphite. Easier to apply, covers offices, hotels, hospitals, schools, ete. 

more per gallon, gives better protection for a longer 

* time, anywhere. A good seller wherever there are DIXSPAR VARNISHES 

tanks, bridges, smokestacks, railroads, mines, structural Dixspar Exterior Varnish is proof against water, 

steel, etc. weather and wear. Will not crack or whiten. Tough 
and elastic. It has unusual resistance to oils, acids, 

DLIXON’S BRIGHT ALUMINUM PAINT and alkalies. 

Finest Aluminum pigment and most durable of spar Dixspar Floor Varnish dries in 4 to 6 hours, stands 

varnish vehicles insure long life and brilliance. Un heavy foot wear and gives a beautiful finish. 

equalled covering power and resistance to elements. 

Will not readily precipitate or turn brownish. DIXON’S UTILITY PAINT 

Meets the demand for a good paint where service re 

DIXON’S MAINTENANCE FLOOR PAINTS quirements do not make a higher priced paint desir 

An all-purpose floor covering for wood, composition, able. For wood and metal, dries in 4 hours, weather 

concrete, cement and linoleum. Withstands hard wear proof and waterproof. 


When you sell the Dixon line of paints you sell products of a house noted for over a century of 
quality goods and square dealing, whose products are known, liked and used the world over. 


Products, profits and sales plan are right. We wi.l send on request a copy of our 1932 Paint 
Catalog No. 71-B. 


nee 


PAINT SALES DIVISION 
JOSEPH DIXON CRUCIBLE COMPANY 


JERSEY CITY D NEW JERSEY 


Established 1827 | 


ee ie aaa 











XUM 








Company will now be well equipped 
to care for the increasing demand for 
expert services in the machinery 
branch of its mill supply business. 

x & *# 


Welding Department for Terre 
Haute Heavy Hardware 
Company 
Terre Haute Heavy Hardware 
Company has added a complete weld- 
ing department and is now acting as 
distributor for Bastian - Blessing’s 
Rego line of welding and cutting 
equipment and Hobart’s arc welders. 
A full line of gas and electric weld- 
ing rod and electrodes is carried. The 
department, for the repair of all types 
of equipment, has been set up so that 
prompt and efficient service may be 
given the welding industry in the In- 

diana territory. 

Ie E. Menefee is in charge of the 
new division. He was formerly with 
the Smith Welding Company, and is 
a welder and welding equipment 
salesman of long experience. 

xk * * 
Personnel Changes at R. C. 
Neal Company 

Frederic J. Zierk, formerly of the 
Republic Metalware Company, is now 
in charge of the Buffalo office of 
R. C. Neal Company, and is assistant 
treasurer of the company. The Syra- 
cuse office is being managed by 
Arthur F. Irvine, formerly of the 
Rochester division. 











Fred Gierspeck, who was formerly 
associated with the Neal Company, 
has returned and is now in charge of 
the order department. 


* * * 


Fulton Supply Company Issues 
Thought-Provoking Bulletins 
At intervals the Fulton Supply 

Company, Atlanta, Georgia, issues to 
its salesmen boiled-down bits of 
common sense designed to stimulate 
further thought on the subjects dis- 
cussed. The-following are examples 
from one such bulletin: 

Call on every user of supplies in 
your territory, large and small. 

Try to sell or introduce a new line 
on each trip. 

When you call on a man appear— 
at least—as though you had something 
on your mind that is going to prove 
valuable to him. 

You may not have the best job in 
the world, but what can you do about 
it now? So push what you have— 
make it go. 

* * * 

Complete DuPont Paint Service 

for National Mill Supply 

National Mill Supply Company, 
ort Wayne, Indiana, has recently 
been appointed distributor for Du- 
Pont automotive and industrial spray 
line in northern Indiana. With this 
new line, National Mill Supply now 
has DuPont’s complete paint service 
for maintenance and upkeep, trade 





The new home of R. C. Duncan Company will be the scene of the Northwest 
Industrial Supplies Show, April 26, 27, 28 
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sales, automotive and_ industrial 
spray. This company has also been 
granted the exclusive agency for 
Behr-Manning products in the same 
territory. 

* * x 


Peerless Mill Supply to Occupy 
New Quarters 

After April 1, the Peerless Mill 
Supply Company, Incorporated, Buf- 
falo, will be located in its new build- 
ing at 66-68 Washington Street, cor- 
ner of Perry. The new building 
covers 30,000 square feet of floor 
space. 

Newly elected officers are John C. 
McKendry, president ; Harry L. Tay- 
lor, vice-president, and W. L. Taylor, 
secretary-treasurer. 


* * x 


New Lines for Haseltine 

Since the first of this year, J. E. 
Haseltine and Company, Portland, 
Oregon, has taken on the pneumatic 
and electrical tool lines of the Inde- 
pendent Pneumatic Tool Company, 
Chicago, on an exclusive basis for 
Oregon and southern Washington, 
and Acme spot welders, manufac- 
tured by the Acme Electric Welder 
Company, Los Angeles. 

The Syracuse office is in charge of 
Arthur F. Irvine, formerly of the 
Rochester office. 


* * * 


Northwest Industrial Supplies 
Show April 26, 27, 28 

The first Northwest Industrial Sup- 
plies Show will be held on the new 
premises of the R. C. Duncan Com- 
pany, 411-419 Washington Avenue, 
North, Minneapolis, on April 26, 27 
and 28. It affords a first-hand eppor- 
tunity to those attending the show to 
see many unusual and instructive dis- 
plays. R. C. Duncan offers such in- 
ducements as these: 

See how rubber comes from the 
tree and watch its development into 
the finished product. 

See movies of the mining of iron 
ore and its travel through the steel 
mills to become pipe. 

Learn how twist drills should be 
used to secure the greatest efficiency. 

Watch professional fire fighters ex- 
tinguish all types of industrial fires. 

Learn how hides go through the 
tanning and stretching processes in 
becoming belt. 

A cordial invitation is extended to 
all interested distributors and manu- 
facturers. 
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GOODYEAR RUBBER GOODS 


q@.:.. the last nearly twenty years 


now, Goodyear has steadily built 

up a volume business in Mechanical 
Rubber Goods for industry. 

This patronage has been won not only 

by the quality of Goodyear products, but 

also by Goodyear’s foresight and initi- 


ative in developing newer and _ better 








Latest Goodyear 
developments in 
Mechanical Rubber 
Goods 


The Goodyear COMPASS 
Endless Belt 
The Goodyear THOR Belt 
Seamless 
The Goodyear COMPASS 
Cord Oil Well Belt 
— DOUBLE 


The Goodyear Emerald 
Cord Air Hose 


The Goodyear Emerald 
Cord Hy-Pressure 
Water Hose 








The Goodyear Asbestos 
Cord Steam Hose 























S 
= 
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things to meet the constantly changing 
requirements of industry. 

As a consequence of this continued 
Goodyear enterprise and Goodyear qual- 
ity, industries of all types where rubber 
is used look to Goodyear. 

The Goodyear franchise is the key to 
this reliable, growing market. You may 
find it greatly to your profit to learn 
what opportunities it could open to you. 
For full information, just write to 
Goodyear, Akron, Ohio, or Los Angeles, 


California. 


~ 
SS 
TUNE UN: Goodyear invites you to hear 
John Philip Sousa and his Band... Arthur 
Pryor and his Band... Revellers Quartet 
and Goodyear Concert-Dance Orchestra... 
every Wednesday and Saturday night, over 
N.B.C. Red Network, WEAF and Associated 
Stations 
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Another Good Seller 


A 
CIRCULAR SAW 


That Makes a 
Smooth Cut 


AA , 
nah A iq a 


The Planer Saw 


Every woodworking shop or depart- 
ment needs this smooth cutting saw. 
It cross-cuts or rips on either hard or 
soft wood and stands fast hand feed. 
Made six to 24 inches in diameter. 


Supply Dealers make more profit on each sale. 


SIMONDS 


Saw and Steel Co. 


“‘The Saw Makers’ 


Established 1832 Fitchburg, Mass. 








David T. Probert, Geo. A. Myers and 


Company, Incorporated, Paterson, New 


Jersey, looks peaceful enough in this pic- 

ture, but back in the old trunk (bottom 

drawer) repose three medals awarded him 

for distinguished service in the World 

War. Another detail about Mr. Probert: 

his sales for the past year, 1931, have ex- 
ceeded those of 1930. 


Petter to Publish General Catalog 

Henry .\. Petter Supply Company, 
Paducah, has lately contracted for 
a new 600 page general catalog for 
distribution in western Kentucky, 
southern Illinois, southeastern Mis- 


/ sourt and northwest Tennessee. 


ok ok * 
Western Iron Stores Handles 
De Luxe Sharpener 


Distribution of the De Luxe Uni- 


| versal Reamer Sharpener, manufac- 
| tured by The De Luxe Products 


Corporation, Laporte, Indiana, is be- 
ing handled by Western Iron Stores 
Company, Milwaukee. 





These partners took over the Hardy and 
Dischinger Company, Toledo, after the 
death of F. A. Dischinger last year. On 
the left is Fred F. Feige, president and 
treasurer, with A. G. Huebner, vice-presi- 
dent and secretary. They have an un- 
usually well-kept store and stock. 








XUN 


XUM 


APRIL, 1932 MILL SUPPLIES 





Beals, McCarthy & Rogers, Buffalo, 
induced their sales force to ask about 


material y handling equipment on 





every call. “ just ten days their sales- 
men obtained inquiries by ) represent- 


ing $1900 worth of cquipmentl Proving 


8 
ae 
the Fe a 


a little ferreting to chase the orders 






market is there, but it takes 


out. And .... this is “\ large- 
ne 


profit business, too! 





DISTRIBUTORS SERVE INDUSTRY ECONOMICALLY 












CHAIN HOISTS ELECTRIC HOISTS 
TROLLEYS CRANES 


CHISHOLM - MOORE HOIST CORP. 


TONAWANDA, N. Y. 
(Division of Columbus-McKinnon Chain Corp.) 
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aN Watch your stock of 
Ss TRIMO TOOLS 
































































































































if you have not already received one 
and acted on it. 


Use the coupon 


Arrer 30 years of close cooperation 
with the mill supply dealers of this 
country TRIMONT MANUFACTUR- 
ING CO. takes this constructive step 
to assist the trade in maintaining 
the unbroken record of: 


1, Sound merchandising methods to in- 
sure continued profits to the dealer in 


TRIMO tools. 


2. The same high standards of prompt 
delivery service which consumers have 
come to expect from TRIMO dealers. 


In some cases stocks of TRIMO tools have 
fallen to a point that threatens to endanger 
the dealer’s profits and customer’s conveni- 
ence. To correct this condition, the newly 
prepared TRIMO check-list offers a conven- 
ient method whereby you may size up your 
own situation and protect your profits on 
your pipe tool business. 


There is a distinct need right now for a com- 
plete (though if necessary reduced ) stock of 
rRIMO Tools and Parts. In some cases the 
purchase of a modest supply may make 
the difference between getting or missing 
your rightful share of the pipe tool business. 


TRIMONT MFG. CO. 


Roxbury (Boston), Mass. 


RRR RRB ES A I A a 


TRIMONT MFG. CO. 


Roxbury, Mass. 


Gentlemen: Send me the new TRIMO Check-list at once. 


Name 


Address 


g made | 


HE TIME 
FOR YOU TO DO IT! 


Send now for your TRIMO check-list 











The Moore-Handley Hardware Company’s 
building in Birmingham is just tall enough 
to permit a sign announcing all the major 
lines sold by the company. It is predicted 
that when the company adds four more 
lines, it will have to add another story 
to the building to make room for the en- 
larged sign. 


Celebrate Marwedel Anniversary 
On February 17 and 18, C. W. 
Marwedel, San Francisco, celebrated 


| the 60th anniversary of the firm at 


its Oakland store. The celebration 
was in the form of a “Tool and 
Metal Show.” It consisted of 35 
attractive exhibits of the  firm’s 
major lines, 18 of them having fac- 
tory representatives in charge. 

Approximately 4,000 purchasing 
agents, master mechanics, engineers 
and others visited the store during 
the Show. 





On February 13, this veteran was cele- 
brating his 20th anniversary with the 
White Tool and Supply Company, Cleve- 
land. He is E. F. Nash, vice-president, 
and to make his record still more interest- 
ing, he has just completed 40 years of 
service in the industrial supply field. 
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Here is an Immediate Oppor- 
tunity to Make Sales, Profit. 
and Build Good Will . . 

Industry is ready to take advantage of profit-making, 
cost cutting suggestions NOW as never before. Thou- 


sands of maintenance and production executives are 
seeking every possible means of getting more service and 


Build Profits 


) in |932 


| 7 with 


er 


Industrial 





 ‘Tiartele(aaa 


more production out of present equipment. 


DODGE is ready to help qualified distributors who 
are anxious to render this ‘ye of service to their cus- 
° 


tomers. Many thousands 
bearing units are saving ind 
ducing power consumption, 
expenses. 


DODGE power drive and 
ustry substantial sums by re- 
lubrication and maintenance 


Are you actually at work NOW taking every advan- 
tage of these opportunities? If not, we will be glad to 


give you our suggestions on 
campaign. 


how to conduct a profitable 


*For Example. Here are a Few 

















j Typical Bearing and Drive Ap- 
plications. e ° . ‘ ° 
Type of Plant Application 
: 
Rayon Fan Bearings 
Knitting Mill Lineshaft Drive 
Cement Mill Dust Fan Bearings 
‘ Cement Mill D-V Drives on Dust Fans 
} Brick Plant Conveyor Drives 
Brick Plant Conveyor Bearings 
Excelsior Plant Countershafts 
Saw Mill Loose Pulleys 
Saw Mill Lineshafts, Countershafts 
* and V-Belt Drives 
a Nn e g a | al Chemical Plant Fan Bearings and Drives 
Chemical Plant Pump Bearings and Drives 
Chemical Plant Agitator Bearings and Drives 
Soap Factory Fan and Blower Bearings and 
Drives 
Soap Factory Bearings on Soap Rolls 
q Soap Factory Conveyor Bearings and Drives 
Paper Mill Bearings for Calenders, Press 
Rolls, Felt Rolls, Table Rolls, Etc. 
q Paper Mill Drives for Paper Machine 
Paper Mill Drives for Beaters 
Paper Mill Drives for Calenders 
Steel Mills Bearings on Swing Grinders, Run- 
out Tables, Sheet Polishing Ma- 
chines, etc. 
Steel Mills Drives for Fans, Blowers, etc. 
Woodworking Plant Bearings on Saws, Fans, Blowers, 
etc. V-Belt Drives from Motor to 
all types of machinery. 
*We have a long list of applications of which the above are typical. 
' ‘4 You may obtain this list on request. 
Mishawaka, Indiana 
{ REG.U.S. PAT. OFF. 





DODGE 


L 
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and It’s |’ 


SELL THE PRODUCT’S SERVICE 


Easy to Sell the Product « « HERE ARE FACTS 





WHEN YOU SELECT 


. analyze Cost, Flexibility, Upkeep, 
Overload, Economy... 


| YOU DO, you will select the Group Drive for a majority of 

your transmission requirements ... There are good rea- 
sons why industrial engineers conspicuous for efficient plant 
operation are emphasizing the advantages of this method 
of machine drive — are now specifying it in modernization 
of existing plants and for new additions. Cheaper to install 


— cheaper to maintain — cheaper to operate. They turn | 


red dollars into black. 


American Pressed Steel Shafting Pulleys, scientifically correct 
for the particular duties they are to perform in the carefully 
studied transmission systems of today, possess characteristics 
that are vital. They are designed with great strength yet are 
pounds lighter in weight, imposing less dead load on shaft- 


ing. Their A-braced arms cut the air instead of fanning it. | 


They possess a higher coefficient of friction at high speeds. 


More dependable, they withstand greater stresses and elimi- | 


nate costly interruptions in production schedules. 


Write for your copy of a recent paper prepared by an 
authority on transmission problems, entitled “Shall It Be 
Group or individual Drive?” Sent on request. Or ask any 
dealer about American Transmission Products. 


THE AMERICAN PULLEY COMPANY 


4200 WISSAHICKON AVENUE PHILADELPHIA, PA. 


AMERIC 


PRESSED STEEL 
SPLIT 


Aen tS 


STEEL 











b site! 


Ripley may “believe it or not,” but the 
view above may be seen any day from the 
offices of the Fulton Supply Company, 
Atlanta. The tree and auto are located 
in a nearby “auto graveyard.” Just how 
the auto, minus only an engine, was raised 
to this position is a mystery so far as we 
are concerned, and the personnel of the 
Fulton Supply Company were unable to 
enlighten us. 





John Woodwell Dies 
Announcement is made by Joseph 
Woodwell Company, Pittsburgh, of 
the death of John Woodwell, treas- 


urer of the company, on Monday, 
March 14. 








Harold A. Lindeke covers the city indus- 
trial business for Nicols, Dean and Gregg, 


| St. Paul, Minnesota. Before joining the 

| firm three years ago, he spent ten years 

| with the purchasing department of one of 
the railroads. 


Distributor Takes on Carborun- 
dum and Goodrich Lines 

Distribution of Carborundum and 

| Goodrich Mechanical Rubber Goods 

is to be handled by Standard Automo- 

tive Supply Company, Washington. 
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200 Tooth Points 


but now the 


same load is 


on 300740 


HERE is considerable difference 
between what a file will do in 
theory and in actual industrial use. 


If a 14” Flat Bastard file is laid flat 
across the steel it is cutting, about 
two hundred tooth points to the 
square inch bear the pressure of 
the filer’s arm. 


Actually this seldom happens. The 
filer generally works at an angle, 
reducing the number of 
tooth points that carry 
the pressure from two 
hundred to somewhere 
between thirty and forty. 


Nicholson Files are made 
to meet working condi- 
tions as they actually exist 


Nicholson Service Engin- 
eers are constantly help- 
ing our customers in 
solving questions con- 


CHOLSo 


Gn A FILE FOR EVERY PURPOSE 


USA 


at 
(TRADE MARK) 





Carry the Load 


in industrial plants. The file steel is 
tempered and the tooth points 
shaped to stand the uneven and 
necessarily strenuous pressure that 
a file gets in the hands of indus- 
trial workers. 


It is the capacity of Nicholson Files 
to meet existing working con- 
difions which has made them 
outstanding favorites in hun- 

dreds of industrial plants. 


Hardware and mill sup- 
ply dealers carry complete 
stocks of Nicholson Files. 


NICHOLSON FILE 
COMPANY 


Providence, R.1.,U.S.A. 


nected with files. A word 
to us will bring one of 
them to your factory when 
he is next in your vicinity. 
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FAIRBANKS 
Wheelbarrows 


and 
Drag Scrapers 


A type for every purpose 





No. A645C 
Contractors 
No. 14 gauge pressed tray; 
4 cu. ft. capacity. 






No. 246D 
Coal or Mortar 

No. 16 gauge folded and 

spot-welded tray; 4 cu. ft. 

capacity. Very narrow — 

only 2314 inches wide over- 

all. 





















No. 4 
Garden 

Made in three sizes—Nos. 3, 

4 and 5; 20” wood or steel 

wheel. 


No. 739 
Family 
Unequalled for use around 
the home and garden; 3 cu. 
ft. capacity, pressed steel 
tray. 





Drag Scrapers 
XL Patterns 
In three, five and _ seven 
cubic feet capacity; with run- 
ners or with double bottom. 
Also Fresno Scrapers. 


THE FAIRBANKS COMPANY 


New York Pittsburgh 
Factory: Rome, Ga. 


Boston 


Distributors Everywhere 


Write for complete No. 950 Catalog 


| which was 
| throughout the country. 


Distributors View Business 
Optimistically 
That the trend of business is stead- 
ily upward, and the hopes of dis- 
tributors for a profitable year are 
decidedly optimistic, may be seen 


| from the following replies received 


by Mitt Suppties in answer to a 
questionnaire on “How’s Business ?” 
sent to distributors 


“Business has been improving each 
month since November. January and 
February of this year were consider- 
ably better than a year ago.”—R. C. 
Neal Company, Buffalo. 


* * 2 


“We are preparing for better 
business which we are confidently an- 
ticipating during 1932, feeling sure 
that with the combined efforts of the 
government and all civic authorities, 
and with bankers and business men 
generally using their best efforts to 
bring business out of this depression, 
the results cannot help but be a better 
business condition and situation be- 
fore the year closes.”—Terre Haute 
Heavy Hardware Company, Terre 
Haute, Indiana. 

* * * 

“We have broadened our field 
somewhat and are going out after 
new business on lines we have al- 


| lowed to pass into the background. 
| It pays, too. 


Our general business 
has been quite satisfactory, and we 
look for quite a good year. The mill 
supply department shows a nice vol- 
ume up to the present date since 
January 1, 1932.”—Kendall Hard- 
ware Mill Supply Company, Battle 
Creek, Michigan. 
x * * 

“A better sentiment prevails. Vol- 
ume is pretty much the same as Feb- 
ruary, 1931. We are expecting a slow 


| improvement during the balance of 


the year.’—Kane & Keyser Hard- 
ware Company, Belington, West Vir- 
ginia, 

x * * 

“We have noticed some slight im- 
provement—a little better feeling— 
and easier bank credits. It is our 
belief that a slight but steady im- 
provement will be apparent from now 
on.”—Axtell Company, Fort Worth, 
Texas. 

en 4 

“With the advent of spring, busi- 
ness appears to be somewhat improv- 
ing.”—Industrial Supply Company, 
Salt Lake City, Utah. 
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The Enemy of 


IDLE 


With a Clipper No. 6 Speed Lacer on the job, plant 
superintendents are relieved of the mounting costs 
of idle operatives while belts are being relaced. 
Here is a lacer which laces both ends of a six inch 
belt in 90 seconds! A lacer which exerts a 37,500 
Ibs. pressure without damage to belt fibres! A 
lacer which can be operated by a single shopman 
with utmost speed and efficiency. 





Push Clipper Equipment this year and you will 
be following the line of least resistance in sales 


effort. 
Clipper Belt Lacer 


GRAND RAPIDS MICHIGAN 


CLIPPER HOOKS, UNSURPASSED IN QUAL- 
ITY, ARE 20% TO 30% LOWER IN PRICE 
THAN OTHER MAKES. The lacers come in 

types for every requirement, lacing the smallest 

of belts up to the heavier and wider ones. The CLIPPER 
use of Clipper Hooks and Pins ensures a per- HOOK 
fect, lasting joint. 
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Check Your Stock of 
ARMSTRONG TOOL HOLDERS 


ARMSTRONG 


Tool Holders 
Lathe Dogs 
Ratchet Drills 


- - you may be missing sales 


Better check your stock of ARMSTRONG 
TOOL HOLDERS—you may be missing sales. 
Today many of your customers are buying only 
for immediate needs and can’t wait for special 
orders. If you’re out of the particular 
ARMSTRONG TOOL HOLDERS wanted, the 


chances are that it will mean sales for the other 


“Cc” Clamps 
High Speed Steel Bits 
Armide (Carbide) Bits 
Drill Posts 
Planer Jacks 
Machine Shop Specialties 


ARMSTHGNG BROS. 


Dies and Stocks 
Pipe Cutters and Wheels 


supply houses. 


Just Out 
ARMSTRONG -Armide 
TOOL SETS i of four or 


ive Armide 
(Carbide-Tipped) Cutters with an 
ARMSTRONG Carbide TOOL HOLD- 
ER and wrench in a specially fitted 
redwood case. 


Write for a supply of new Armide 


folders for mailing and counter use. 





Stocking ARMSTRONG TOOL HOLDERS a ermenes 
is like stocking “sales in advance” for they are 





305 N. Francisco Ave. 


Pipe Vises 
Pipe Wrenches and Tongs 








the standard tools wherever metal is 





machined—are used in over 96% of | 


the machine shops. And, when things 
start going, as they threaten to do any 
day, there’s going to be a tremendous 
demand for ARMSTRONG TOOL 
HOLDERS, and the man with a full 
stock on hand—all types and sizes— 
will be in position to do a lot of highly 
profitable business. 


Check your stock of ARMSTRONG 


TOOL HOLDERS today, and, while | 


you are at it, your wrench stock too. 
You know 


WRENCHES (drop forged, carbon 


ARMSTRONG | 


steel) now come with the improved | 
pear shaped heads that take a firm | 


gtip where other wrenches cannot 
reach. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


(ERR SER SIRE SORE Spe ASSAM TSMR mR Sal RS 2 


CHICAGO, U.S.A. | 


| Homestead 
| Company, Coraopolis, Pennsylvania, 








J. H. Ruddell, sales manager, and O. H. 
Woods, assistant to the president of the 


| Central Rubber and Supply Company, In- 
| dianapolis, work closely together on sales 
problems and the development of new 


lines. 


Shaw-Palmer-Bakewell Sells 


Hypressure Jenny 
Shaw-Palmer-Bakewell Company, 
Los Angeles, will represent the 
Valve Manufacturing 


in the sales of its Hypressure Jenny 
in the Los Angeles district. 
* * * 


Burlew Purchases 
Hyland Company 
FF. H. Burlew Company, Chicago, 
has purchased the tangible assets of 
the R. H. Hyland Company, also of 
Chicago, and will continue to oper- 
ate as the F. H. Burlew Company. 


a 


Frank Koskie, salesman for F. T. Hildred 


and Company, St. Paul, Minnesota, has a 
| smile for raging blizzards and sub-zero 


weather. He has always sold steam spe- 

cialties, so knows the next stop means a 

warm engine room and perhaps a replace- 
ment job. 


as 
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UNIQUE ‘TOOLS 





exclusive 
with Stanley Distributors 


The Stanley Unishear is one of the unique 
tools offered to’ distributors as a part of the 
selective distributors’ sales policy of the Stanley 
Electric Tool Company. 


It is not uncommon for manufacturers to re- 
port a 20% saving through the use of this tool. 


THE STANLEY ELECTRIC ‘TOOL COMPANY 
NEW BRITAIN, CONN. 


Sales Offices and Service Stations: 


New York Chicago Philadelphia Detroit Boston Buffalo Cleveland 
Cincinnati Kansas City Richmond Dallas Los Angeles 
Seattle San Francisco Oakland Montreal 


STANLEY ELECTRIC 





STANLEY 
“MIGHTY MIDGET” 
UNISHEAR 
“The motor driven hand shear” 





For inside and outside cutting of sheet 

materials of every description. 

Capacity: No. 18 U. S. Gauge (0.050”) 
hot rolled steel or galvanized 
iron. Other materials in propor- 
tion. 

Speed: Up to 15 feet per minute. 

Weight: 6', 


pounds. 





STANLEY UNISHEAR 
TYPE NO. A-14 


Semi-portable. Cuts any shape—straight 
and curved, angles and notches—without 
burrs or distortion of metal. 

Capacity: No. 14 U. S. Gauge (5/64”) 
hot rolled steel or galvanized 
iron. Other materials in propor- 
tion. 

Speed: Up to 15 feet per minute. 

Weight: 50 pounds. 

Minimum Radius: 3 inches. 





STANLEY UNISHEAR 
TYPE NO. 0-15 (15” Throat) 


Cuts holes or shapes inside a sheet at 

any point without necessity of “starting 

holes.’”’ ° 

Capacity: No. 14 U. S. Gauge (5/64”) 
hot rolled steel or galvanized 
iron. Other materials in propor- 
tion. 

Speed: Up to 15 feet per minute. 

Minimum Radius: Less than 14”. 

Type No. 0-36 same as No. 0-15 but 
with 36” throat. 

Type No. 0-54 same as No. 0-15 but 
with 54” throat. 


Other models are available with capacities 
up to '4” boiler plate. 


TOOLS 
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(i 
A Good Product 


and a Good Policy 


Lq 


Business ex perience, the 
world over, has proved that 
there are two combinations which 

cannot achieve success—a poor product 
and a good policy—or a good product 
and a poor policy. 








A Push Broom Which 
Brings Repeat Business 





Our trained personnel—a_ thinking 
organization—has long recognized that 
a good product to “go places” must have 
an equally substantial policy behind it. 





the logical distribution channel for “Red 
Cap” brushes and brooms has always 
been and always will be our conviction. 


A Quality Push Broom 
Always in Demand 


We head up our sales efforts with a 
strict distributor policy fitted to a prod- 


uct of unquestioned merit. 








INDIANAPOLIS BRUSH & Broom Merc. Co. 


ESTABLISHED 1890 


126 Brush Street 


ti 


Indianapolis, Indiana 








That the industrial supply house is | 





Election of Officers at Tennessee 
Mill and Mine Supply Co. 

At the annual meeting in January, 
H. L. Miller was re-elected president 
and general manager of the Tennes- 
see Mill and Mine Supply Company, 
Knoxville, Tennessee. E. T. Man- 
ning was elected vice-president to 
succeed W. W. Garvey, and J. H. 
Henderson was re-elected secretary 
and treasurer. 








“Try and burn it,” says R. Wesley Wil- 
liams, roofing specialist who has recently 
been employed by the Columbus Iron 
Works Company, Columbus, Georgia. The 
three spectators are praying that the blow 
torch will cause the roofing to burst into 
a good cheery blaze, thereby enabling them 
to hand their friend the “raspberries.” 
But no luck. Mr. Williams is an old 
master at the roofing business, with eleven 
years specialty experience. From left to 
right, the interested spectators are J. C. 
Vincent, N. B. Corbin, and M. G. Mur- 
ray, Jr. The firm has recently taken on 
the distribution of the Johns-Manville line. 





Distributors Acclaim 
New Directory 

URTHER comments from dis- 

tributors concerning the 1932 
edition of the Mill Supplies Catalog 
& Directory have been pouring in 
daily. Several statements not pub- 
lished in the March issue of this 
magazine follow: 

“Thanks very much for the 1932 
edition of the Mill Supplies Catalog 
& Directory. We have been glancing 
over its pages and have marked down 
several manufacturers listed therein 
to whom we are writing for infor- 
mation.” E. M. Carrigan, Bailey- 
Treen Machinery Company, Hunt- 
ington, West Virginia. 

* * * 

“Thank you for your Mill Sup- 
plies Catalog & Directory. We have 
occasion almost every day to consult 


~ 
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STRONGER 


How Grabler’s Truss 


Adds Vital Strength! 


TRA METAL at the point of 
greatest strain. That is why 
















Square “Gee” Trus-Fittings 
have more strength and staying 
power; why your customers can count 
on them to stand up under extra 
loads or emergency strains. Exclusive 
truss-construction; advanced produc- 
tion methods; clean-cut, precision 
threads; triple inspection of every 
fitting. Four proved reasons why the 
Square “Gee” is the mark of uniform 
dependability . . . always. You will 
find the Square “Gee” line a profit- 


able one to stock and feature. 


THE GRABLER MFG. COMPANY 
6565 BROADWAY - CLEVELAND, OHIO 
Warehouses: 

New York, Chicago, Los Angeles, San Francisco 


c THE SQUARE “GEE” LINE INCLUDES: 
é Standard and Extra Heavy Malleable Fittings . . . Standard and 
- Ground Joint Unions ... Rail Fittings . .. Standard Cast lron Steam 
_ Fittings . . . Standard and Patented Cast Iron Drainage Fittings 
" ,.. Standard and Extra Heavy Brass Fittings... Brass Unions... | 
_ Steel and Brass Nipples ... Hangers ... Floor and Ceiling Plates. | 


ae 1 
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YOUR FITTING PROBLEM IS:SOLVED WHEN YOU SAY SQUARE “GEES” 


| SQUARE “GEE” 
Pipe Fittings 


ORAINAGE, BRASS 








MALLEAGLE, CAST IRON 
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THE NW~Y¥ALE- 


RAIL HUGGER 
TROLLEY HOIST 


MINIMUM HEADROOM—the distance from the 
bottom of the I-beam to the load hook is % 
that of standard chain hoist equipment. 


MAXIMUM SAFETY—in this unit all the Yale 
safety features are retained —notably... 
—self actuating load brake 
—gauged, electric welded, heat treated chain 
—drop forged, heat treated safety load hooks 


—steel suspension side plates 
—tested to 50% overload 


HIGH EFFICIENCY—the new Rail Hugger em- 
bodies the many features developed by Yale 
to improve chain hoist performance—such as... 


—Timken Bearing trolley wheels 

—Ball Bearing spur geared hoist mechanisr- 
—Complete interchangeability of parts 
—Capacities 12 tons to 10 tons 








a cn. sili 






Distributors serve industry eco- 
nomically. Buy Yale from your 
Industrial Supply Distributor. 


Write for details. Address Dept. B-4. 
THE YALE & TOWNE MFG. CO. 
PHILADELPHIA DIVISION 
PHILADELPHIA, PA. U.S.A. 


Makers of Yale Electric Trucks, Hand Lift Trucks, Hand Chain 
Hoists, Electric Hoists and Trolleys 














The E. K. Larimer Hardware Company, 
Cedar Rapids, Iowa, has within the last 
few months expanded its activities in the 
industrial supply field by the addition of 
new lines and outside salesmen covering 
the industrial users. E. K. Larimer de- 
votes most of his attention to the indus- 
trial sales end. 


it.” A. M. Behrer, Behrer & Com- 
pany, New York. 
e ¢ 2 
“This catalog has been a very use- 
ful adjunct in obtaining information 
relative to the products we handle.” 
H. J. Lewis, Braman, Dow & Com- 
pany, Boston. 
* © 
“We desire to express our thanks 
for the copy of the Mill Supplies Cat- 
alog & Directory. Last year this 
book was of great assistance to us. 
We think the idea of such an ar- 
rangement a_ splendid one.” W. 
Campbell, Campbell Hardware Com- 
pany, Seattle, Washington. 
x x x 
“We find this book very valuable 
as it contains a great deal of infor- 
mation that is not supplied in other 
buyer’s guides.” J. M. Carbine, Car- 
bine-Harang Machinery & Supply 
Company, New Orleans. 
x * * 





“We find this quite a help in locat- 
ing various items of merchandise, and 
the manner in which it is arranged 
enables us to secure the information 
with very little trouble.” Wm. McC. 
Paxton, Crichton-Paxton Company, 
Incorporated, Norfolk, Virginia. 

* * x 

“We congratulate you on the con- 
struction of this book. It is a dandy 
and will be of considerable help to 
us in determining certain sources of 
supply in the future.” R. C. Duncan, 
Rk. C. Duncan Company, Minneapolis, 
Minnesota. 
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**Tt's hard to make money selling just 


steel and iron. Profits come when 


brains are part of the deal.’’ 





THE GREAT PUMP MYSTERY 


synopsis: The head of a supply company, realizing that many pumps 
went into his territory without his company even having a chance at 
the business, asked his sales manager to investigate. As Episode 2 
opens, the latter is talking with a pump manufacturer’s salesman. 


EPISODE NO. 2 


OWRE talking more volume than we’re now doing on pumps,” said 





the sales manager, “But, even so, it wouldn't be large compared to 
our total.” 


“Perhaps not.” replied the pump salesman. “But if you're like 





most supply houses, the bulk of your business is like sugar in a 
grocery store... standard merchandise, requiring little selling, and sold close. To 
“sweeten the pot,” and have a profit on your whole operation, you need items that 
carry longer profits. That means: sell brains along with merchandise. Pumps come 
in that class. A man’s got to know what he’s doing to sell a lot of pumps.” 


oe 


“That's just the point,” the sales manager replied. “How would we organize to 
get properly back of pumps?” 

“The first thing to realize.” said the pump salesman, “Is that you are already 
doing a good job on lines that require as much engineering skill as pumps do. Some 
of the men who handle those lines, will make good pump men, Let me go out with 
them. TH get them enthused about the pump business, and PIL show them how to 
get it. We're willing to work that way in markets where the volume warrants and a 
supply house is serious in the ‘matter. We can afford to, because we can supply all* 
your pump needs. By dealing with one manufacturer, you make it possible for him 


to give vou effective cooperation.” 
See Episode No. 3 next month. But, meanwhile, why not 


ask us to discuss the market for pumps in your territory? 


*The only complete line of industrial pumps for every type of service is made by 


GOULDS PUMPS Inc., Seneca Falls, New York. 
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phemera: 


--- Ah, 
thats what 
ails those 

Casters! 


It’s an era of new things—new things 
that in many cases are untried, not 
proved. With casters it’s new princi- 
ples of design; new features that prom- 
ise longer wear and better performance. 
Possibly we’re a bit old-fashioned; not 
sufficiently responsive to the trend of 
the times but, at any rate, we'll sit in 
this game with a pat hand. Bond 
Casters include features that have been 
proven through months of service; fea- 
tures that were years ahead of their 
time—and still are. To satisfy our- 
selves of that we took one of these new 
casters; put it on our testing machine 
and in three hours time under 800, 400 
and 500 lbs. load it was no longer fit 
for use. A Bond Caster took the same 
beating exactly and in three hours was 
just worn in to the point where we 
could guarantee efficient, indefinite 
service. That’s the kind of pat hand 
performance that wins any time! 


Gentlemen, Bond Casters perform— 
they're inoculated against ephemera. 


*Webster says: Ephemera is anything 
very short-lived. 





23-4 Series with Semi-Steel 
Base. Made in various types of 
wheels: Plain bearing, Roller 
bearing, Rubber Tired, Thread 
Guard, etc. (Patented.) 


Pp " ‘Foundry and Machine Co. 
Manheim. Lane. Co.. Pa. 


Phila. Office: 617 Arch St. N. Y. Office: 256 Broadway 
Chicago Office: 39 S. Clinton St. 





“We have received the Mill Sup- 
plies Catalog &-Directory which is 
occupying the most prominent space 
in our files, and we expect to have 
occasion to refer to it frequently dur- 
ing the coming year. It is used by the 
writer not only as a directory, but 
for general information on some of 
the items listed, and we surely ap- 
preciate having it.” E. G. Koepke, 
Suelflohn & Seefeld Company, Mil- 
waukee. 

_ = 

“We find a great deal of use for 
this book in obtaining quickly and 
accurately addresses of manufactur- 
ers. We also find the catalog section 
exceptionally useful, inasmuch as we 
have often referred to it for informa- 
tion where we did not have manufac- 
turers’ catalogs in our files. This sec- 
tion will prove to be more efficient 
according to the number of manu- 
facturers using your service.” C. H. 
Thayer, Thayer Supply Company, 
Atchison, Kansas. 

. «8 


“The catalog section contains up- 
to-date information we could not 
hope to have in our regular files. We 
will find it especially useful.” G. D. 
Knapp, Theo. C. Ulmer, Incorpo- 
rated, Philadelphia. 
| nk * 





“We believe you have managed 
this publication very skillfully so that 
it will be of maximum use to the 
mill supply trade.” S. P. Smith, Cog- 
gins & Owens, Baltimore, Maryland. 

* * * 


“Tt is concise, well arranged and is 
| the handiest business directory to 
use that we have seen.” J. B. Sawyer, 
Diamond Machinery Company, Ab- 
erdeen, Washington. 

** 6 


“We have gone through the Mill 
Supplies Catalog & Directory and ap- 
preciate it very much. It contains 
information we can obtain in no other 
manner without a great deal of in- 
convenience.” J. P. Desmond, Minot 
Supply Company, Minot, North 
Dakota. 





* * * 


“T have carefully gone through the 
| Manufacturers’ Catalog Section, and, 
| together with my associates, am of 
the opinion the information avail- 
able there for distributors is very 
valuable. I am sure we will be able 
to make material use of the edition 
this year.” John T. Potts, The Gal- 
igher Company, Salt Lake City, Utah. 
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IRON PIPE 


CROSS SECTION OF INDUSTRY 


SS be 0 ws ... that the acceptance of 
Toncan Iron Pipeextends 

into practically every field 

where pipe is used. Evidence of the esteem 
in which this longer-lasting alloy of refined 
iron, copper and molybdenum is held, and 
of the variety of its application, is found in 
these facts. Several hundred tons of Toncan 
Iron Pipe went into the new S.S. Manhattan, 
largest American-built boat. Any number of 
railroads are using it in boiler tubes. In the 
chemical field, Sharples Solvents Company 
found that it overcame many corrosion 


troubles. In the petroleum industry, Empire 
Refining Company uses it extensively. In the 
anthracite district, Pittston Company has 
found it the most economical pipe they have 
used. Hannaford & Son, well known archi- 
tects of Cincinnati, have used it for the new 
Times-Star Building. Western Electric Co. 
employs it to handle sea water condensate. 

These are just a few—‘Pipe for Perman- 
ence” lists hundreds of applications where 
this rust and corrosion-resisting pipe is in 
daily use. You'll want a copy for your file. 
Just ask, and it will be mailed. 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES 


=e 


YOUNGSTOWN, OHIO 
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While shouting from the house-tops is considered good ad- 
vertising, particularly if justified—actual concrete facts carry 
much more conviction. 

Instead, therefore, of merely piling adjective upon adjective, 
which anybody can do, we offer 


Nit, SAMPLES-FREE 


so shopmen and mechanics can try and test them to their 
hearts content and find out for themselves how unbelievably 
strong they are. 

Better write us and find out how we work this Free Sample 
stunt because if you were only willing to try it you would be 
amazed at the business to be had in the 






































“UNBRAKO™ “UNBRAKO™ 





























We Also Make 


“HALLOWELL” Steel Work-Benches 
“HALLOW Steel Work-Tables 
“HALLOW Steel Work-Benches, Portable 
*HALLOWEL Steel-Wood Work Benches 
“HALLOWEL Steel-Wood Work-Tables 
“HALLOWEIL Steel Bench Drawers 
**HALLOWELL” Steel Chairs and Stools 
“HALLOWELL” Foremen’s Desks 
“HALLOWELL” Steel Shop-Furniture 
“HALLOWELL” Steel Floor Trucks 
“HALLOWELL” Steel Lift-Track Platforms 





ees ete = 


yee ¢ 


AVY 


= 








STANDARD PRESSED STEEL CO. 


BRANCHES BRANCHES 
BOSTON JENKINTOWN, PENNA. sew york 
CHICAGO SAN FRANCISCO 
DETROIT BOX 519 ST.LOUIS 
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“Congratulations on compiling 
such a complete and informative book 
of general mill supplies. It has proven 
of greatest value to us in many 
instances.” A. H. Hudgins, R. W. 
Hudgins & Son, Norfolk, Virginia. 

* * * 

“This directory is especially well 
gotten up and will be of considerable 
assistance to us in connection with 
the mill supply division of our com- 
pany. In fact, it sees daily use now.” 
H. Lewis, Indianapolis Machinery & 
Supply Company, Incorporated, In- 


dianapolis. so ** 


“We have gone over this book 
carefully and find that it is very com- 
plete.” O. E. Hennig, Bruce-Rogers 
Company, Fort Smith, Arkansas. 

* 6 8 

“You have arranged each manu- 
facturer in such a convenient way 
that it is not necessary for us to use 
the individual catalogs when order- 
ing merchandise.” J. Keck, E. S. 
Batcheller & Company, Gloversville, 
New York. , 


* * 


“This can almost be used as a reg- 
ular salesman’s catalog as well as 
buyer’s reference, and we know it 
will prove useful to us.” W. O. Tar- 
pley, Battey Machinery Company, 
Rome, Georgia. 

kK * * 

“We believe that your addition of 
the Manufacturers’ Catalog Section 
is of great importance as it is very 
easy to visualize just what the man- 
ufacturer is producing when we do 
not have his catalog on file.” W. C. 
3ecker, Central Supply Company, 
Worcester, Massachusetts. 

* * * 

“The Manufacturers’ Section in 
our opinion is extremely useful to 
every mill supply house and we hope 
to see it grow.” Frederick H. A. 
Oppel, Oppel, Glanfield & Rowe, In- 
corporated, Newark, New Jersey. 

* £ 4 

“This book contains a lot of val- 
uable information which we use to 
good advantage. The Manufactur- 
ers’ Catalog. Section certainly comes 
in handy for reference.” H. P. Helm, 
Raub Supply Company, Harrisburg, 
Pennsylvania. 

* 1K * 

“The Manufacturers’ Catalog Sec- 
tion, especially, is full of informa- 
tion bearing directly on our lines of 
endeavor and is referred to constant- 


| ly.” H. W. Kimball, Harold W. Kim- 


ball Company, Waterville, Maine. 
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Double the service 


from your hack saw dollars 


— RRR TTI os 


R HAT’S just what you get with Victor's | 
yictO WG | 
VERT ot latest achievement—the Victor Molyb- 
_ pels? wn y t0 denum Heavy Duty, Extra Value Hack 
ya nis ne wn a Saw. It does anything any hack saw blade 
oe oo ji poor can do—and at about one-half the cost. 
yt il at of e Victor engineers have accomplished the 
nel ull mm con® seemingly impossible. Molybdenum, an 
“aot _ aaron American mined metal, costing far less than 
yor eau other alloys used in hack saw blades, is the 


answer. Special Victor processes have pro- 
duced a blade that equals the best under 
heavy-duty service—and saves about one- 
half. © Try a gross of new Victor “Moly” 
Blades—and get your share of this $500,000 

saving to industry. Order from your jobber. 








MOLYBDENUM 


HEAVY DUTY—EXTRA VALUE 


: HACK SAWS 


VICTOR SAW WORKS, INC. 


MIDDLETOWN NEW YORK 


i 
&) 1720 
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Resale Only 














LINEAR P: will satisfy the 
demands of customers in your terri- 
tory today just as successfully as they 
have met the needs of industry for 
many years. Sales concentration on 
the complete LINEAR Line will prove 
profitable for you—and your customers 
will enjoy better packing performance 
at lower costs. 

Line up with LINEAR. Let us fill 
your next order : 
for packings. P 























Sell Double Service 


1 DART EQUALS 
2 ORDINARY UNIONS 


There is every reason for sales 
enthusiasm and sales success 
when you know you can offer 
your customers Double Value 
with DART Unions. Such con- 
fidence means a lot to you. 
Start making profits with the 
DART line now, as many other 
distributors are doing. Write 


today for a sample and our 
Catalog. 





Tees — Unions — Ells 
(Screwed — Flanged) 


E. M. DART MFG. CO. 


Sell Soehdeein 
DART ..:.: UNIONS 


Sales Agent: The Fairbanks Company, New York, and at all branches 
Canadian Factory: Dart Union Company, Ltd., Toronto, Canada 














“We find it very valuable as a 
ready reference book and use it al- 
most daily. Of course the Manufac- 
turers’ Catalog Section is very im- 
pressive. It is well gotten up and 
attracts attention every time the book 
is used.” A. B. Weddington, General 
Supply & Machinery Company, Me- 
ridian, Mississippi. 

. <2 

“It seems to be very complete and 
we particularly like the catalog sec- 
tion.” E. B. Graft, Graft-Pelle 
Company, Louisville, Kentucky. 


Salesman Sam Hears a 
Canned Sales Talk 


(Continued from page 16) 


the question asked was just so much 


} 
| 
| 
} 


bran breakfast food to the boss. I 
have seen him take pity on some 
young cub that didn’t know his stuff, 
but who was willing to dig up all 
the dope on the boss’s problems. But 
the chap who doesn’t know his stuff 
and tries to bluff it through with a 
| canned sales talk, or one who wants 
| to take the conversation by the horns, 

s just getting ready to read welcome 


on the door mat upside down. 





As predicted it takes about one 
minute to shoo this guy out of the 
place. Then the boss and Johnny are 


| back arguing on the problem at hand. 


Johnny is a you man and I guess that 
is one secret of his success. Never 


| once did he say that the Acme line 


was precision-built, and of the finest 
materials, Always it was “now for 
your work, you have to have some- 
thing that will stand the strain. You 
ought to have this because it is built 
of such and such material that will 
give you service.” 

Johnny went through school prac- 
tically immune from correct English, 
and any traffic cop, pointing out the 
way to the Post Office would beat 
him on gestures, but I am not sur- 
prised when he comes out with the 
order. 

“Johnny,” I says, as he is heading 
for the door, “do you ever study 
canned sales talks ?” 

“Sure,” he grins, “I used every 
point in our canned sales talk while 
talking with your boss.” 

“You must have a good one to 
hold the boss like that,” I muse. 

“Memorizing a canned sales talk 
and orating it off as written is one 
thing,” says Johnny, “but applying 
the good ideas in a sales talk to the 
needs of your prospect is fish from 
another basket.” 
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hampion of — 
hamptons » 


Outstanding in any company of champions 




























see 


is Williams’ “Vulcan Superior”. Every 
proven feature of its famous predecessors 
has been combined with new advantages to 
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make this latest Williams’ Tongs truly a 
Champion of Champions. 


“Vulcan Superior” is a universal service 
Tongs for both pipe and fittings—TWO tools 
in one. It is the only Chain Tongs with 
reversible jaws—actually providing DOUBLE 
service. The “V” recess in the jaws assures 


quick and positive grip on fittings. 


Seven sizes, with either flat link or cable 
chain, will handle pipe from 
1/8 to 12 inches. Fully guar- 
anteed. Ask for literature. 


women 7 


J. H. WILLIAMS & CO. 
The Wrench People” 
75 Spring St, New York 


—_ 
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WESTERN WAREHOUSE, SALES OFFICE 
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Grinding Wheel Dressers 
and Cutters 





DESMOND DIAMOND HAND TOOL 


ne! 


LANDIS NIB 





NORTON NIB 


We can supply you with any size 
Diamond in any type of Tool or Nib, 
also unmounted diamonds for selection. 
Guaranteed remounting with one day 
service. 


For 25 years we have been headquar- 


ters for all types of Grinding Wheel 
Dressers and Cutters. 


Write for new catalog sheets 











| Steel 
| Slide 





| SIMPLEX UTILITY VISE 


Designed for use in Garage, Home, 
and light shop work. The Steel Slide 
increases strength and protects screw 
from dirt and chips. The one piece 
handle and hardened steel jaws insure 
long service. 





You will be surprised how easily these 
vises sell. Let us quote you on a trial 


|| order. 


on Dressers, Cutters and Vises. 


The Desmond-Stephan Mfg. Co. 


URBANA, OHIO 





DESMOND SIMPLEX > 


VISES 


| 














Every WALL Product.- 
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Does the Industry Want the 
Joint Merchandising Com- 
mittee Movement? 
(Continued from page 28) 
that the program can really be effective. 
We believe it can do some good, but 

how much, only time can tell. 

“Whether the program will bring the 
great good it promises depends largely 
upon how many manufacturers adopt 
and stick to a policy of selling through 
the distributor, and to what extent the 
distributor encourages them to do so 
by performing his functions properly 
and standing back of manufacturers 
who support him. 

“An immense amount of work has 
been done, a surprisingly large amount 
of valuable information compiled and 
an active interest in the movement cre- 
ated. We are, therefore, well pleased 
with the work done thus far and feel 
that our money has been well spent.” 

se « 

“When the distributor realizes in a 
more definite way the possibilities of 


| good through support of the Committee, 
all question as to its effectiveness or de- 


sirability will be answered automatically 
in the affirmative. 

“Comment made to me by individuals 
thoroughly conversant with the activity 
would indicate that one of the contribu- 
ting reasons why prospective subscrib- 
ers are holding back is because there 
are other associations functioning along 
similar lines, and that in order to ac- 


| complish the greatest good, these vari- 


ous association activities should be 
merged into one. If this were done, the 
full force of unity could be exerted 
toward common good.” 

* * * 

“We think the Committee has done 
some splendid work. While it may not 
be able to exist indefinitely, while it is 
in operation it should improve the dis 
tributors’ outlook and increase his use 
fulness to the manufacturer.” 

o*K * * 

“The March issue of the Co-ordinator 
shows the Committee is receiving sup- 
port from but 163 distributors and 114 
manufacturers. This small minority 
should not be expected to carry the load 
for an indefinite period and unless 
others are soon awakened to the neces- 
sity of giving their support, it is doubt- 
ful if the plan can succeed. 

“To hasten its success or failure, may 
we suggest that those distributors who 
are now subscribers show their colors 
by adopting and adhering to a policy 
of buying only from manufacturers who 
maintain a fixed sales policy. 

“Tn turn, this would force many 
manufacturers to adopt a uniform sales 
policy with a suggested resale price 
sufficient to provide a reasonable profit 
for the distributor. This would then 
demonstrate to distributors not now in 
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The Distributor’s 


RESPONSIBILITY 


in the sale of packings 


© 
BELMONT 


Superheat Steam Packing 


—A Sales Leader in a Complete Line of Profit 
Makers 


Style 751-P 





How it is made 


Each strand of asbestos yarn is thoroughly im- 
pregnated with finely prepared lubricating graph- 
ite in conjunction with our special heat-resisting 
compound. It will not harden in service. For 
this reason, extra rings may be added from time 
to time, without removing the rings in service. 


Where you can sell it 
BELMONT Style 751P is unexcelled for all con- 


ditions of rotary service. It is also recommended 
for gas and marine engines, air compressors, hot 
air blasts and other services requiring a packing 
for extreme high temperature and high speed. 


Buyers of packing are more exacting today 
than ever before—they, naturally, depend 
upon their sources of supply to fill packing 
needs involving reputable quality and insur- 





ance of unquestionable service. 


No distributor can evade the responsibility 
of recommending any packings but those of 
proven worth—he cannot afford to put 
profit before the confidence of his customers. 


BELMONT specializes on the manufacture 
of packings for innumerable applications— 
each packing possessing certain physical 
characteristics to meet specific requirements. 


The distributor may recommend BEL- 
MONT with 100% security in the trust 
that BELMONT will make good on any 
packing job. 


Furthermore, mill supplies distributors 
should capitalize on BELMONT’S Market 
Determination Plan—it shows you who 
buys packings, how they use them and how 
you can sell them. 


There is a Belmont 








THE BELMONT PACKING & RUBBER CO. 


BUTLER AND SEPVIVA STREETS 


PHILADELPHIA, PENNSYLVANIA 
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NOW 


Gairing Counter- 
bore and Spotfac- 
ing Tools are avail- 
able to a limited 
number of pro- 
gressive distribu- 
tors who are 
interested in the 
excellent profits 
obtainable with 
this modern line of 
almost unlimited 
application. We 
will welcome your 
inquiry for com- 
plete details. 


Gairing tools—fur- 
nished singly or in 
handy sets — will 
put efficiency, 
speed, accuracy 
and economy into 
your customers’ 
tool room or ma- 
chine shop opera- 
tions. You will be 
impressed by the 
| sales opportunities 
in your territory. 


Remember— 
Gairing Tools do 
not in any wa 

conflict with other 


avenue to greater profits. 





THE GAIRING 


Detroit, Mich. 





lines of tools you are handling. 
Rather, they open a brand new 


TOOL COMPANY 
1629-37 LaFayette Blvd. 


the fold the value of cooperation, and 
as a result, quickly increase the Com- 
mittee’s subscriber list. 

“With this additional income, the 
Committe could then concentrate its 
efforts toward educating the user as to 
the importance and value of the services 
rendered by the distributor.” 


GAIRING nae 


INVITES YOUR 
INVESTIGATION 


“There is no question but what it 
would be folly to launch a user ad- 
vertising campaign before sufficient 
funds are available. Yet, it seems to 
|me that some steps should be taken to 
visualize for the distributor just what 
| he might expect from such a campaign. 
| “While I appreciate there will be a 
|number of important things come up 
|for discussion at the coming conven- 
'tion, yet I feel it would be a good idea 
|to have prepared rough layouts of a 
juser advertising campaign. 
|captions should be included in the lay- 
outs to get over the copy theme and 





‘outs, enlarged sufficiently to 


from the speaker’s platform, 
visualize more clearly the scope of the 
whole program. 


present 


“In my opinion, such barriers that 
now exist between the manufacturer 





eliminated if the user, through an ad- 
vertising campaign, were made to ap- 
preciate fully the economy in distrib- 





oe N 


| distributor to user. 
“No doubt, due to the stress that has 


| relationship between manufacturer and 
| distributor, some distributors are of the 
|opinion that the Committee work is a 
|noble effort which will not be very 
| productive of results. 

“The movement, of course, must be 
| kept alive until sufficient funds are 
|available to release a user advertising 
|campaign. Yet, I think that more stress 
should be put on the benefits which 
| distributors could get from such a cam- 
paign.” 





Y 


* * * 





| “We have subscribed to the move- 
| ment and frankly do not know whether 

it is accomplishing anything or not. 
| According to our understanding, manu- 
|facturers took hold of this plan in an 
ena to help the distributor get 
| across to users the idea of buying from 
| him. 


| “Whether the methods employed by 
|the Committee have all been helpful, 
| we do not know. However, we do feel 
| personally that considerable time and 

money has been wasted in distributing 
| charts. 





“Recently, we have heard rumors that 
| distributors have not subscribed very 
| liberally toward the movement. If this 


Strong | 


| continuity of the campaign. These lay- | 


would | 


and distributor would be automatically | 


f |uting products from manufacturer to | 


| been put on the importance of proper | 
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Sell 


THE BLADES 
THAT SELL 


themselves 


There are cheaper 
blades than the ones 
in the plaid box — 
cheaper in first cost, but 
when you figure on per- 
formance and_ uniformity, 
Lenox hacksaws more than 
hold their own. 





Test them any way you wish—in 

comparison with others at any 
price. Cut for cut, blade for blade, 
dollar for dollar, Lenox quality 
and uniformity are cheapest in 
the end. 


Lenox blades are bought on 
performance—ordered and 
re-ordered because they 
stand the test. Sell your 
trade “The Blade in 
the Plaid Box.” 


LENOX 


HACK SAWS 
BAND SAWS 










American Saw 


& Mig. Co. 


SPRINGFIELD, 
MASS., U. S. A. 


‘The Tools 
in the Plaid 
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— Our Feat Proves. Ht / 


| Distributors Are Interested 
in REGAL LATHES 


| Our judgment has been vindicated. 











The response to the announcement of our new 
distributor policy is amazing. 


Houses—good houses—big and little—but good houses—in 
every section have shown a lively interest in the sales and 
profit opportunities presented by the popular priced REGAL 
! —and the modern sales plan we are ready to throw in to their 
support. 


Several important new franchises have been as- 
signed. Several more are going to be very soon. 


| If you haven't yet asked for But a Number of Territories Are Still 


our complete sales plan for 


distributors, write for it to. “" Open! Yours May Be! 


day! 


Your territory—every territory—is a wide and lucrative market for 
the LeBlond REGAL Geared Head Lathe. Industrial plants, machine 
shops, garages, schools and the home workshop, all provide you with 
exceptional sales and profit opportunities. 


Ask for a copy of our 
new booklet, ‘‘ Run- 
ning a REGAL.’’ 
This simple, but com- 
plete instruction man- 
ual will convince you 
in a very few minutes 









that your salesmen ean 
do a real job of sell- 
ing the REGAL. 


Popularly priced, of extremely 
wide application, the LeBlond 
REGAL Geared Head Lathe is 
the specialty of the day for 
distributors who recognize real 
sales and profit opportunity 
when they see it» 


QA 





lit 











The R. K. LeBlond Machine Tool Company 


| Regal Division, Cincinnati, Ohio 

















Sell the Regal Successfully. Write today! 
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AS STRIKING A MATCH 
Use it... or sell it... 
for you in Kester Solder! 
@ Soldering the Kester way is easy .. 
Both 


and maintenance of equipment, it will save 


.and 


absolutely sure in production work 
you time and trouble and money! 

Kester’s scientific flux is self-contained 
W orkers like it for its great convenience 
all they have to do is apply heat, then do 
the job. They'll get perfect results every 


time, too... even if they're not experienced 
Kester will send quality standards shoot 

ing up, and cut soldering time by a full third! 
It is the original flux core solder, and the pure 
solder .. . its virgin metals even exceed Class 


A. S. T. M 


Write our Industrial Development Depart- 


A purity requirements of the 


ment concerning any soldering problem! 


Mill Supply Houses Note: 
big chance for profits! 
Kester isa quality product with power- 
ful national advertising to back it up 
The demand tsalready created... ready 
for you to cash in on. Get 

Kester now! 


going on 


Kester Solder Company, 4215 Wrightwood Avenue, 
Ill, Eastern Plant, Newark, N. J. Canada 


Chicago, — 
Kester Solder Company of Canada, Ltd. 


, Brantford. 





Kester Acid-Core Solder 
Kester Rosin-Core Solder 
Kester Paste-Core Solder 
Also— 
Kester Nosput-Core Solder, 
Kester “‘A’’-Core Solder, Bar 
Solder, and Solid Wire Solder 


ESTER 


FLUX-CO a 
iI.D EE. 

Acid-Core > Paste-Cere° ER 

easy to use 





























there’s profit | 


is the case, we presume manufacturers 
who are aware of the fact will discon- 
tinue their subscriptions, for if dis- 


tributors don’t believe the campaign | 


worthy of support when it is designed | 
100% for their benefit, it would seem 
foolish indeed for manufacturers to | 
keep on spending their money.” 

“From the fact that there are but 163 
distributor subscribers out of a possible 
2,000, it leads us to wonder how wide- 
spread is the demand for this move- 
ment among distributors. 
indicate that the distributor is follow- 
ing the old practice of letting the other 
fellow carry the load? 

“The manufacturer is trying to be- 
lieve the program can be effective. We 
think success depends almost entirely 
upon the distributor. If a_ sufficient 
number of distributors can be made to 
see the light, the campaign will cer- 
tainly be of great assistance to the 
whole industry. 

“Tt is unfortunate that most distribu- 
tors are still following the old line of 
thought that they are an absolute neces- 
sity to the manufacturer. 
ers can and do merchandise their prod- 
ucts without the aid of distributors.” 


2 + @ 


“There is some question in our minds 
regarding the attitude of the industry 
generally toward the Committee’s 
not joined the movement. It is so obvi- 
ously 
the manufacturer that we feel it should 
secure better support from them. 


“At times, we wonder if the material 


which the central office is sending out | 
many for | 


is going over the heads of 
whom it is intended. It seems that some 
ot the charts and figures are a little 
too general to be of much practical 
value. 

“We should like to suggest to the 
Committee that some thought be given 
to the setting up of local groups of 
distributors so that the thoughts being 


expressed nationally can be reduced to | 


local problems and thus be more force- 
fully brought home to individual dis- 
tributors 


e ££ &* 


“Apparently distributors do not want 
the program, for if they did, more of 
them would already have joined the 
movement. 

“If invitations to join the movement 
were extended personally in various 
cities by a member of the Committee, 
there is no question but what member- 
ship could be greatly increased. It is 
you know, to ignore a mail invi- 
tation.” 


easy, 


> « 


“We expect to subscribe to this pro- 
gram principally as a gesture of good | 


will toward (Continued on page 66) 


Does this not | 


Manufactur- | 


work. | 
We wonder why more distributors have | 


more a benefit to them than to | 


| WIDE MARKETS 


READY 
ACCEPTANCE 


SUBSTANTIAL 

PROFITS 
with 

THE NEW 


BADGER 
Car Mover 


and 


THE ADVANCE 
Safety Car Wrench 


HESE two modern and 
economical tools pos- 
| sess performance qualities 
that will satisfy your cus- 
tomers—and sales _possi- 






















| bilities that mean real 
profits for you. 
Write for our (>. 
| distributor policy A Ay 
| and sales plan. Ag 
| You will like 
it. 


POWER 
SPEED 
DURABILITY 





Mover Co. 


APPLETON, 
| WISCONSIN 


Canadian Factory 


Canadian Advance 
i Car Mover Co., Welland, Ontario, Canada 
RII Reh REN A 
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of Chrome- 
Mo-lylo-clen-um 
/50% S$ STRONGER. 


(25% HARDER | 














iin foun er ALLEN SCREWS 


Under pressure of the “Price First” panic, our Jobbers welcome a sane, sustained 

policy of Quality First as exemplified in the new ALLEN screw. Strictly for the 

good of your customers, oe still should be subordinate to cost-in-the-end. 

The strongest and hardest of hollow screws—at the Allen price—is the “buy” for the 
buyer who knows. Let n sassiiineation e this fact: —that discounts hold n 

machines together, and you on e to sell a superior SCREW as against a ceneniin unt. 


THE ALLEN MEG. COMPANY 


Harrrorn, Conn. W/.§$.A. 
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“What's Selling 
in My Territory?” 


Based on reports from dis- 
tributors, comparing vol- 
ume of business for the 
month ending March 
15, 1932, with business 
during the corresponding 
period of 1931. 


NEW 
Item 


Belting, Conveyor ee oe 

Compressors 

Concrete Forms, Road, 
Curb, etc. 


Conveyors, Portable 


Cranes and Shovels 


Electric Tools— 
Drills, Hammers, etc. 


Engines, Gas, etc. 
Grinding Wheels, Wire 
s, Brushes (Prod.) |+ 


Hand Tools—Saws, Ham, 
mers, etc. 


nna 
HUT 
Hoiste—Chain, Electric, 4 
Machine Tools and Equip- | (TTTTTT] 
= 
Hutt 


Mechanical Rubber Goods | 
—Belting, Hose, etc. 


Nuts, Bolts, and Rivets 





Paint Spraying Equipment 


Pavers and Mixers | 
Pipe, Valves and Fittings | 

| | ii 
Pneumatic Toois | 
Pumps 


Safety Equipment—Fire Ex- 
tinguishers, Masks, etc. | 


Shop Supplies—Brooms, 
Brushes, Waste (Maint.) 





Tools, Pipe Threading 0 . 
' } 

Tractors and Graders | | Wee 
Transmission Equipment— | 

Belting, Pulleys, etc. roe mv nUNa 
“v"-Belt Drives 


Wheelbarrows, Shovels, 
etc. 


Wire Rope 


MIDDLE 





| _ EAST | | | 
_ ENGLAND | ATLANTIC | CENTRAL | CENTRAL | SOUTHERN WESTERN | 


Decrease Increase Decrease Increase! Decrease increase 

















KEY TO CHART 
MP Increase 10% or more 
Ty Increase 1% to 10% 
No Change 
fl Decrease 10% or more 


I Decrease 1% to 10% 


*Better comparison than last month 








| Oo on) | i! 
|. 1 ess 
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| 1 0; |i 
= 2 = 
Ri ‘1 om 
0; |.on| |. 


WEST 


Tt i 
Decrease Increase Decrease Increase) Decrease Increase 


OM | 1 | Ol 

ee 
0 
Ba 
m 


























- ayo —— ny 





XUI 


APRIL, 1932 MILL SUPPLIES 


61 





FLEXIBILITY 


SRR re ae 


19 Wtgary 


CONDOR hugs 
the Pulleys... 


—at every contact, Condor can be depended on to 
deposit the right portion of its power-load for effec- 
tive, uniform, and economical production. 


—vusers of Condor Belting report the execution of 
difficult drives economically. 


—every item of the Condor Line—many used by 
Industry for 39 years—is scientifically designed 
and manufactured for a wide range of anita id 
mechanical requirements. ' 


—write for full information of the 
Condor Franchise. 





—6C 










Condor Belts have remarkable 
flexibility—a major essential for 
long belt life and high efficiency. 


— 
| 

Standord Belt Fire Hose } 
Silver Edge Belt Hydraulic Hose } 
V-Belt Packers Hose i 
Acid Hose Paper Mill Hose } 
Air Hose Sand Blast Hose | 
Contractors Hose Sand Suction Hose | 
Textile Mill Specialties Steam Hose 
Creamery Hose Water Hose | 
Dredge Sleeves Chute Lining } 
C. 1. Air Tubing Launder Lining 
Garden Hose Asbestos Brake Blocks 


Industrial Brake Lining 


Other MANHATTAN Products 


Other Grades of Hose Pump Valves 
Suction Hose Tubing 

Oil Hose Washers 
Packing Molded Goods 
Matting Oilless Bearings 


Belting of Every Description 
Molded Hose for Every Service 





~The Me nhattan Rubber Mfg. Division of Raybestos-Manhattan, tne. 


2 — Offiées and Factories, —— New Jersey” 
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New and Improved Industrial Products 











NTEW hollow screws of chrome molyb- 
4 N denum are being manufactured by 
The Allen Manufacturing Company, 
Hartford. This steel with a special heat- 
treatment makes possible an increase in 
tensile strength of 50% and a 25% gain 
in hardness over former Allen-made 
screws. The new screws can be had in 
popular sizes; milled from the bar, with 
cut threads multi-checked for accuracy. 
Each screw is hand-inspected. 





AIRING Type J 

adjustable hollow 
mill is the latest addi- 
tion to the line of end 
cutting tools manufac- 
tured by The Gairing 
Tool Company, Detroit. 
It is made with a ser- 
rated blade, with adjust- 
ment both radial and 
lateral. Turns short ta- 
pers and does roughing 
or finishing operations 
equally well. 








HE ingenious clutch 

mechanism, de- 
signed so that it releases 
at the exact pressure 
for which it has been 
set, is the outstanding 
feature of the new light 
weight electric screw 
driver recently brought 
out by the Stanley Elec- 
tric Tool Company. 
The drill weighs only 
4% lbs. but will drive 
up to No. 8 screws 
in hardwood and No. 10-1%” screws in soft wood. With socket 
wrenches it will run on nuts up to % inch machine screw size. 





REUER Electric 

Manufactur- 
ing Company, Chicago, 
announces a new porta- 
ble electric blower, the 
Tornado Model 4, for 
blowing dust out of mo- 
tors and machinery 
parts, vacuum cleaning 
bins and stock rooms, 
and spraying insecti- 
cides. This is a heavy 
duty blower equipped with a % H.P. Motor; weight, 7 lbs. By 
use of suction attachments it can be converted into an industrial 
vacuum cleaner; used with spray tank attachment it makes an 
effective sprayer. 








LLIS-CHALMERS Manufacturing 

Company, Milwaukee, has built a 
new SSA Pump for handling hot or cold 
acids. It is of the single suction type, 
and all parts coming in contact with the 
acid pumped are made of chrome steel. 
The pump is so constructed that the ro- 
tating element can be removed through 
the suction end of the pump without dis- 
connecting the discharge piping or casing 
brackets or disturbing the motor. 














HE new and improved type of asbes- 

tos steam packing known as “Number 
Sixty-Four” is being introduced by the 
A. W. Chesterton Company, Boston. This 
packing is made with diagonal plies, al- 
lowing great compressibility. By the 
use of a special rubber compound between 
the plies the packing will not harden or 
become rigid or lose its elasticity under 
high temperatures. Additional slippage 
is given by a special graphite compound 
between the section, preventing them 
from vulcanizing together. 








ISEY-WOLF Machine Company, 

Cincinnati, can now furnish the new 
“Hisey” post type, radial drill stand with 
a sensitive rack or pinion feed adjust- 
ment for all Hisey portable electric drills 
up to and including 7 inch capacity. The 
motor holding brackets are designed so 
that the portable drill can be attached 
.Without removing a single part of the 
machine. 
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Standard Cutting Outfit consists of: 


You’LL FIND 





This Purox Cutting Outfit 











The Purox No. 4021 


1—Style E Cutting Torch 
with Tips Nos. 1, 2, 3,4 
and 5, and Wrench 
1—Style 20 Oxygen Res- 
ulator with 300-lb. and 
3000-Ib. Gauges 
1—Style 30 Acetylene 
Regulator with 30-lb. and 
500-lb. Gauges 
1—Regulator Wrench 
25ft. 1/4-in.Green Oxygen 
Hose 

25 ft. Y%4-in. Red Acety- 
lene Hose 

1—Pair of Goggles 
1—Spark Lighter 
1—Instruction Manual 
1—Wood Outfit Box 


Price . . . $117.90 




















ni 





Fast and Economical 


































F your work requires you to cut steel or wrought 

iron up to 10 inches thick, ask your jobber to 
show you the Purox No. 4021 Standard Cutting 
Outfit. Thousands of users—foundrymen, struc- 
tural steel workers, job welders, plumbers and 
garagemen—like this outfit because it makes fast, 
clean cuts and is economical in its consumption 
of gases. 

The Purox E Cutting Torch is accurate, depend- 
able and easy to operate. Purox regulators main- 
tain desired gas pressures steadily under any 
weather condition. They are durable, sensitive, 
positive in action, and free from chatter. 

The design features embodied in this outfit are 
the outcome of years of study and field experi- 


(left) —Purox Style E Cutting Torch with 5 tips and wrench. Price . . . $55.00 


ence. The resulting moderate initial price and low 
operating cost will make this outfit your choice 
if you demand reliability and economy in your 
equipment. Investigate it today or write for 
full particulars. 


Sold by leading jobbers everywhere 


THE LINDE AIR PRODUCTS CO. 


Unit of Union Carbide and Carbon Corporation 


UCC) 
New York 


PUROSS 
WELDING AND CUTTING APPARATUS 
AND SUPPLIES 
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New and Improved 


Industrial Products 








NEW self-cleaning punch No. 105-S-C, 

that will save considerable time and 
labor on leather, paper, cardboard, canvas 
and cloth punching has just been put on the 
market by the American Swiss File & Tool 
Company, Elizaheth, New Jersey. The new 
punch knocks out or expels the blanks or 
center slugs instead of allowing them to push 
up through the cylinder of the punch. Stick- 
ing of the blank in the punch is also elim- 
inated. The spring for the knockout device is 
of quality spring steel and will retain its re- 
siliency indefinitely. The punch comes in 17 
sizes, from ™%” diameter to 1%” diameter 
by 16ths. 





ON NE Y 

Forge and Tool 
Works has assem- 
bled a new No. XH 
extra heavy duty 
socket set. It con- 
sists of 7 hexagon 
sockets with open- 
ings of in. 1%”, < 
15%”, 1}3”, z. 24,” 
and 2%”. A 9 inch 
extension, an 18 inch 
extension, a 22 inch 
sliding bar and male 
and female drive 
heads are also in- 
cluded. All have one-inch square drives. The set comes 


in a substantial metal carrying case. Weight complete, 
42 Ibs. 

















ILECO Ebonite 

is a distinctive- 
ly new type of brake 
lining. Developed by 
the L. J. Miley Com- 
pany, Chicago, to 
meet the extreme re- 
quirements of inter- 
nal expanding 
brakes, it is designed 
to insure and main- 
tain close adjust- 
ments, has exact 
uniform thickness, is 
hard, compact, ho- 
mogenous and 
smooth surfaced. 
Treated from inside 
out, it is both water 
and oil proof. Will 
Its frictional coefficient is 
Easily 


not “bleed” or score drums. 
high; squeaks and adjustments are minimized. 
cut, drilled, countersunk and applied. 





HE MASON Regulator Company, Boston, an- 

nounces a perfected instrument, non-recording 
pressure controller. The heart of this instrument is 
the fully balanced compound pilot valve which per- 
mits it to be used for remote control service. It 
embodies the straight line function—definite incre- 
ments of movement of the control element producing 
uniform increments of movement of the diaphragm 
control valve. 














[8 the development of a new lead base 
babbitt, Bunting Brass and Bronze 
Company, Toledo, has produced an anti- 
friction metal that can be used for all 
babbitting purposes in general industry, 


(Rees (Eg) 


railway and marine maintenance. The 
babbitt is cast into bars weighing ap- 
proximately five pounds each, in such a 
form as to be easily divisible into smaller 
portions. It is self-cleaning, wear-resist- 
ing and non-adhesive. 





























HE Torchiron, a product of the Reliance Special- 


used as a soldering iron or as a torch. It is heated by 
| either natural or artificial gas and low pressure air 
| mixed by means of a needle valve. This mixture 
passes through a flexible hose, through the handle of 
the torch, and then into the copper chamber, where 
| complete combustion takes place. 
posed flame. 
| 
| 


There is no ex- 
The handle is always cool. 


ties Manufacturing Company, New York, can be 
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Over any given period of time, the performances of a 
high-grade and inferior cutter vary greatly, both as to 
quality and quantity of work done. A good cutter requires 
less frequent sharpenings than an inferior cutter. 


While cutters are being removed, sharpened, and re- 
placed, machines and men too, are idle and non-produc- 
tive. This idle time costs your customer money—real money. 


Brown & Sharpe Cutters require sharpening less fre- 
quently than most cutters—they make decided savings in 
operating costs by getting the maximum productive time 
from man and machine. 


Just tell your cutter customers about this. It’s a decided 
advantage for you in selling Brown & Sharpe Cutters. 
Brown & Sharpe Mfg. Co., Providence, R. I. 





IBS 
The Cost of 


Time Lost Removing Cutters 
Plus Time Lost Replacing Cutters 
Plus Lost Production 
Plus Sharpening Cutters 
Plus Original Purchase 


Equals 
Real Cost of Cutters 


Brown & Sharpe Cutters give 
Lowest real cost 





Brown & Sharpe Cutters 


MODERN— EFFICIENT—KEEP COSTS LOW 
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Screw Easily Removed—Under Portion Solid 





life of a vise. 
the outside saddle, 


take out the main screw. 
under 
cast hollow, 





making it unnecessary to 
get down and feel around for the collar to 
It also gives solid 
portion slide where other vises are 


No. 3 of a Series 


7 SUPERIOR POINTS 


No.1. Swivel Base—360° gripping 


power. 


No. 2. Handle that stays put. 
No. 3. Improved Saddle and solid 


underportion. 


Properly oiled screw greatly prolongs the 
This is easy on a Parker, with 


PARKER VISES 


THE CHARLES PARKER COMPANY 
MERIDEN, CONN. 
N. ¥. OFFICE, 101 PARK AVE. 





MASTER VISE MAKERS 
MAKERS OF THE FAMOUS 
PARKER GUN 








Investigate Its Enormous 
Sales Potential 


Here is a line that is just the kind of 
a line you want today. A modern line 
with outstanding features that will im- 
mediately command your prospects’ 
attention and interest. A line with 
amazing sales opportunities among in- 
dustrial plants, where the use of spray 
painting is rapidly spreading. 


Let us point out the efficiency and 
economy of The Imperial and the 
simplicity of its working parts. Let 
us indicate the great market for this 
line in your territory. Permit us to 
explain in detail our distributor pol- 
icy, which includes protection, sales 
cooperation and a mighty attractive 
margin of profit. 


Set the IMPERIAL up for immediate 


consideration. 


Write to us today for the complete story. 


THE IMPERIAL BRASS MFG.CO. 


511 So. Racine Ave. 


Chicago, Ill. 








the distributor. 


(Continued from page 58) 
However, we are not 


thoroughly convinced that any real 


| benefit is going to result.” 


* * * 


“Our company is subscribing to the 
movement and is convinced that the 
expense is well worthwhile. 

“We are confident that what is being 
done will bring about closer coopera- 
tion between manufacturers and dis- 
tributors, and it should help curb price- 
cutting and other methods of unfair 
competition.” 

* * * 


“We subscribe to and are believers 


| in the efforts being put forth by the 


| 


i 


| come from distributors, large and small, 





| two would make good subjects, so per- 
| suaded them to knock off talking trans- 


Committee. To make the movement 
really successful, however, more manu- 
facturers must cooperate.” 

* = @ 

“We are well informed on the pro- 
gram sponsored by the Committee and 
are strictly in accord with its pro- 
cedure.” 

x ok 

“We are a subscriber to the pro- 
gram, but have not as yet seen any 
real benefits from it.” 

k ok * 

These views concerning the Joint 

Merchandising Committee work have 


Our photographer had a hunch that these 


mission long enough to face the Graflex 
on the sidewalks of Akron, Ohio. On the 
left is H. H. Kuhn, general manager of 
the Hardware and Supply Company. His 
companion is none other than S. P. 
Browning, president of the Ohio Valley 
Pulley Works, Incorporated, Maysville, 
Kentucky. 


located in every section of ‘the mmaen: 
and from all types of manufacturers 


| producing various kinds of industrial 


supply items. They should give a good 
cross-section as to just how the indus- 
try is taking to the campaign and what 


| it expects in the future. Questions have 


| been asked, suggestions made. 


All are 
submitted to the industry at large, and 


| to the Joint Merchandising Committee 


in particular, in the hope that they will 
prove valuable as a guide to future 


| progress. 











SWE RRC arpa oe 


RE ee OEP OF 








swam ww 


APRIL, 1932 MILL SUPPLIES 67 





hermoi 


MOULDED 
heh} 


The Hose FOR AIR- WATER: SPRAY 





that is best to use 


PROFITABLE 
TO SELL 


In any field of manufacturing or selling the 

products of real merit are the products that 

are ‘getting the breaks’ today. For buyers 

are insisting on value today as never before 
. and who can blame them? 





Specially built for its special purpose, 
Thermoid Moulded Water, Air, Welding, 
Spray and Garden Hose serves its special 
purpose well, long and economically. 


THERMOID 


also makes a complete line of wrapped 
hose for air, water, steam and suction use. 


The user finds Thermoid the hose of lasting sat- 

isfaction. You'll find it the hose that builds ro a PA 
. . . . ah As 

lasting business... and the same thing is true Peirtisig 3 Msi mo, 

of all other products in the complete—and Tastee 

completely satisfying —Thermoid Line. 








THERMOID RUBBER COMPANY p------------------------------ ‘ 


Factories and Main Offices - TRENTON, NEW JERSEY 


THERMOID RUBBER COMPANY, 
Trenton, N. J. 
Gentlemen: 


Please send us further information on the 
Thermoid Moulded and Wrapped Hose. 















Name... ieee - ieee 
ee eee ee ve coset ate baie Piss i i, 


Firm 


hermol 


BELTING 
HOSE and PACKINGS 
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STEEL BELT LACING 

















Only a hammer needed to apply Alligator 
Steel Belt Lacing. Holds the belt in a vise-like 
compression grip. Prevents ply separation at 
belt ends. The smooth, flexible joint is reliable 
in service and has great surplus strength. 

Combines the efficiency of an endless belt and 
the convenient take-apart feature. In general 
use on light, medium and heavy belts of all 
types. Made also in monel metal. Eleven sizes. 
You can recommend it “blind.” 


Flexible Steel Lacing Company 


4633 Lexington Street CHICAGO, ILL. 
In England at 135 Finsbury Pavement, London, E. C. 2 


Only a 


le tetibiitan 


Needed 


MADE IN UNITED STATES OF AWERICA 


IMPORTANT — Follow Directions 





ALLIGATOR 


No. 35, Steel Belt Lacing No.35 


“ 
see aed 














small, it pays to install dependable 


Dependable Water Service! 


Regardless of the amount of water to be used daily, be the volume large or 





from day to day at a minimum of cost. 


receive prompt attention. 





will require little or no attention, be free of wear and breakage 


ping uipment that 
na be operated 


an 

Myers Self-Olling Power Pumps are 

designed and built with but one thought in mind—to give the user the utmost 

in service over the longest period of time at the lowest possible cost. 
Your inquiry addressed for the attention of our Engineering 


ent will 


«AIR CONTROL 


Write or 
wire us 
immediately 
for complete information regarding New Low Prices, effective March 15th, 1932 


THE F. E. MYERS & BRO. CO. 


ASHLAND, OHIO 























Presenting two executives of the Stam- 
baugh-Thompson Company, Youngstown, 
Ohio, which has a large mill supply de- 
partment. On the left is P. J. Thompson, 
president, with his son J. B. Thompson, 
secretary and general manager. The com- 
pany is ideally situated in the heart of 
the Youngstown business district. 





Who’s Who 
(Continued from page 22) 

and general manager of the com- 
pany, which is owned by him and 
his mother. The Portland and Seattle 
offices had been closed in 1921 and 
the business concentrated in the two 
southern offices. In 1928, he made 
Los Angeles the main office and San 
Francisco the branch. He spends his 
time now between the two. 

Regardless of the fact that he is 
president of the company, he still 
spends nearly half his time outside. 
He has many customers who still buy 
from him personally. It is a fact 
that even yet he takes most pleasure 
in being out on the firing line, for it 
is hard to keep a real salesman tied 
down, and that is what he is. Of late 
years, however, his traveling is gen- 
erally done with the salesmen, and 
he delights in going over the terri- 
tory with them for old times’ sake, 
and keeping up to form on the sell- 
ing end. 

While of course the elements of 
circumstance and family connections, 
have helped some to put this com- 
paratively young man at the top of 
the heap so soon, he’s the kind of a 
fellow who would have arrived there 
anyway no matter what the obstacles, 
for he had it in him to succeed. He 
has gone the route of hard, gruelling 
work with the best of them, serving 
his apprenticeship in the stock room, 
where he learned about the lines car- 
ried and other inside details which 
have stood him in good stead in his 
later work. 

Everybody likes Duane Folsom— 
and gives him credit for being first, 
last and always a salesman who 
knows his stuff. 
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there Is very little 
besides language 


which can be put into the 
very best advertisement! 


those very successful indus- 
trial distributors now selling 
victor cutting and welding 
apparatus took advantage of 
that impulse to 


“write today’”’ 


for detailed information 


twenty years of experience made victor 
sales helps and policies of definite 
advantage to the industrial distributor 


VICIOR Welding Equipment Co. 


Division of Victor Equipment Company 
844 folsom street san francisco 
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Tools have 
got to be good to 
keep their jobs today 


Small tools are no exception to today’s rule of 
eliminating needless expense. Metal cutting, 
tools must work, last long between sharpen- 
ings, keep production on a profitable basis. 


You will find a readier acceptance for 
MORSE Tools in these times of careful 
buying. Drills, cutters, taps and dies, ream- 
ers — the whole line can be sold on their 
ability to do the most work in the least time. 


MORSE 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD. MASS..,U.S.A. 








\ - 


THE MORSE LINE INCLUDES: High Speed and Carbon 


DRILLS 
0) 5 1018) 6.) 


REAMERS CUTTERS TAPS AND DIES SCREW PLATES ARBORS 
COUNTERBORES MANDRELS TAPER PINS SOCKETS SLEEVES 
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Manufacturers Tell Us » » 


Of personnel changes, new sales plans, new literature, changes in 
quarters, new distributors appointed, and other facts of interest 


Burrows Sloan Passes 
NNOUNCEMENT is made of 
the death of Burrows Sloan, 
chairman of the board of the 
General Refractories Company, Phil- 
adephia, and a business associate of 
the late Governor Sproul of Pennsyl- 
vania. Mr. Sloan was in his 55th year 
and in good health until stricken early 

Sunday morning, February 28. 
Following his graduation from 
Princeton in 1899, Mr. Sloan was 
employed by the Reading Company, 
and later became associated with the 
Harbison-Walker Refractories Com- 
pany, Philadelphia. He became pres- 
ident of the company in June, 1925, 
and was named chairman of the 
board in April, 1931. He was widely 
known in the iron and steel industry. 


ms 


New Packing for Stanley Strap 
and Tee Hinges 

The Stanley Works, New Britain, 
Connecticut, is announcing Bulk 
Strap and Tee Hinges now packed in 
neat, clean boxes, to fit snugly into 
packing cases. This improvement pro- 
vides for easier and quicker stock 
checking and handling. 


ec =e @ ; 


Audet Joins Sales Force of Green- 
field Tap and Die Corporation 

The new Michigan manager of 
the Greenfield Tap and Die Corpora- 
tion, H. R. Audet, comes to his new 
assignment from the General Motors 
Export Company, where he was a 
division manager during the past six 
years. 

The major portion of Mr. Audet’s 
business experience has been devoted 
to the manufacture and sale of pre- 
cision screw thread cutting tools and 
gages. In 1919 he joined the Green- 
field Tap and Die Corporation as 
Michigan manager, later being called 
to the Geometric Tool Company as 
general manager. The reappointment 
of Mr. Audet to the Michigan area 
sends him back to a territory where 
he has a host of friends. 


APRIL, 1932 


W orthington’s Comptroller 

Heads New Management Unit 

C. H. Crocker, comptroller, 
Worthington Pump and Machinery 
Corporation, has been elected vice- 
president in charge of a newly or- 
ganized unit called the Comptrollers’ 
Division of the American Manage- 
ment Association. 

The establishment of this Comp- 
trollers’ Division is tangible acknowl- 
edgment by the Association of the 
increasing industrial importance of 
the functions of comptrollers in busi- 
ness today. 

* * * 
Radio Broadcast Inaugurated by 
Dayton Rubber 

Guided by the proven theory that 
“the more you tell, the more you 
sell,” The Dayton Rubber Manufac- 
turing Company, Dayton, Ohio, 
started a weekly Radio Broadcasting 
program over WLW, Friday eve- 
nings, 9 to 9:30 Eastern Standard 
time, the opening night being the 
twenty-second of last January. 

These half hour broadcasts feature 
a varied musical program, and there 
are no long and drawn-out announce- 
ments. 

In many instances, it is apparent 
that new business has been obtained 
by Dayton Rubber Company as a 
direct result of the WLW Radio 
concerts which it is sponsoring. 





Bonney Makes New Appoint- 

ments 

G. Fred Sherman, formerly as- 
sistant sales manager of Tube-Turns, 
Incorporated, Louisville, Kentucky, 
was recently appointed manager of 
sales of the Forged Fittings Divi- 
sion of Bonney Forge and Tool 
Works. Mr. Sherman will super- 
vise the sales and sales promotion of 
Bonney Weldolets, Thredolets and 
Welding Flanges. He will be located 
at the general offices of the Bonney 
organization at Allentown, Pennsyl- 
vania. 

Howard F. Grimes and Ben Bush 
have become members of the sales 
staff of the Bonney Forged Fittings 
Division. Mr. Grimes will cover the 
middle western section of the coun- 
try, and Mr. Bush will have charge 
of the selling in the New York and 
Pennsylvania district. 

x * x 


New Shafer Bulletin Available 

The Shafer Bearing Corporation, 
Chicago, announces that its new bul- 
letin No. 501, listing all latest sizes 
of Shafer Roller Bearings (both sin- 
gle and double row), is available. 

This bulletin contains complete 
dimension and list prices, with speed 
factor table for figuring intermittent 
speeds. All bearings are listed by 
bores, with tolerances. [oad ratings 
and code words are included. 


Dayton Rubber Broadcasts on WLW 
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Electric 
L Drills 4 


FIVE FEATURES 
THAT MAKE THE) 
THOR AGENCY A 








ELECTRIC TOOLS, which is the re- 
sult of years of satisfactory perform- 
ance in thousands of shops through- 
out the country. 


2. Their widespread use and acceptamce 
eliminates sales resistance and saves 
salesmen’s time. 


3. The popular prices enable you to 


business. 


> 


A Distributor Policy that is fair and 
equitable. 


5. An old, reliable company, finan- 
cially sound, that insures you and 


in every transaction. 
Write for our Distributors’ preposi- 
tion, complete details of which will 


be sent promptly, and without obli- 
gation. 


INDEPENDENT 
PNEUMATIC TOOL CO. 


604 West Jackson Blvd. 
CHICAGO, ILL. 


PROFITABLE ONE | 


1. The enviable reputation of THOR 


sell any type of shop, and to com- | 
pete successfully for your share of | 


your customers complete satisfaction | 





Connors Announces Goodrich | NOTICE TO MANUFACTURERS 


Sales Policy 

It is significant, cheering, and most 
interesting to note the way in which 
J. H. Connors, vice-president, The 
B. F. Goodrich Rubber Company, 
clarifies the position of his company 
in regard to the distribution of me- 
chanical rubber goods. 

Too many times, distributors 
everywhere have been left to guess 


| just what the manufacturer really 


does think or believe concerning the 
distribution of his products, but, it 
is noticeable recently that world- 


| wide known manufacturers are not 


hesitating to declare themselves defi- 
nitely on this important question. 





J. H. CONNORS 





early history as a top executive in 
manufacturing institutions is a rec- 
ord of accomplishment in bringing 
to the fore the national program now 
gaining such favor: 


Every day increases the amount of 


tion for the industrial supply dis- 
tributor is at hand, and Mitt Sup- 
PLIES welcomes its advent simply be- 
cause for years the necessity for a 
pene has been seen and talked 
| 

| 





| about by this publication. 


* * * 


Northern Blower Bulletin 
Available 


A new bulletin, No. 500-1, describ- 


| ing the changes and improvements 
in “Norblo” Dust Filters, is an- 





Company, Cleveland. 





Seeking Proper Representation 
or 


| Wanting to Decrease Overhead 


WE HAVE A LARGE WAREHOUSE 
And Office Located In The Heart Of The 


| mill supply district. 


OUR ORGANIZATION HAS BEEN IN 
Business For Over Twelve Years, Cover- 
ing Chicago and surrounding territory. 


WE ARE WELL ESTABLISHED, RE- 
sponsible, And Well Thought Of Among 
all classes of jobbing and industrial trades. 


WE ARE SEEKING ONE MAJOR 
Line That Can Be Sold To All Classes 
of jobbing trade—preferably one that is 
favorably known as having a firm jobber 
policy. 

THIS ORGANIZATION IS IN POSI- 
tion To Take Over The Chicago Office Of 
a manufacturer whose expense of doing 
business is out of proportion to his sales. 


WE CAN GIVE MANUFACTURERS 
High Grade Representation And A Con- 
nection with other lines, of which he can 
be justly proud. 


ALL INQUIRIES WILL BE TREATED 
In Strict Confidence. 


THE SHAW COMPANY 
Manufacturers’ Representatives 
602 W. Randolph St. 
CHICAGO 
Haymarket 8020 








Copper Tubing 


Seamless. Sizes—from 7 to 1% 





As far back as 1923 Mr. Connors 
has been a factor in openly sponsor- | 
| ing the cause of distributors, and his | 


evidence that a new era of distribu- | 


naounced by The Northern Blower | 


in. O. D. any gauge. 


Brass Tubing 


Seamless. Sizes—from ys to 1% 
in. O. D. any gauge. 


Aluminum Tubing 


Seamless. Sizes—from 7; to 1% 
in. O. D. any gauge. 


Coils and Bends 


—all shapes and sizes which use 
tube from 7; to 134 in. outside 
diameter, any gauge. Unbrazed 
lengths up to 100 feet. 


Fabricated Parts 
‘and Complete 
‘Assemblies 

| —manufactured to your specifi- 


cations. Send your blue prints 
for prices. 





| 1451 Central Ave. 


Detroit, Mich. 
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The increasing number of mill-supply 
houses choosing Wagner as their sup- 
plier of motors indicates that the Wag- 
ner set-up is right. You know what it 
means for a mill-supply house to handle 


A Complete Line of 
Motors 


backed by a 40-year 
comsinerume. 'eputation for 
“views "  @uality and service 





The following are some of the reasons why 
Wagner motors are a profitable mill-supply 
line: 






1. A complete line of polyphase and single- 
phase motors—an assurance to mill-supply 
dealers that Wagner recommendations are 
made without prejudice, and that at no 
time will the wrong type of motor be 
supplied. 


A COMPLETE LINE 
OF FRACTIONAL 
HORSEPOWER 
MOTORS — 
DESCRIBED IN 
BULLETIN 167. 





2. Forty years of experience in building and 
applying motors—experience valuable to 
millsupply men. A forty-year reputation 
for quality and service—a reputation that 
creates Wagner-acceptance everywhere. 


3. A nation-wide organization, with branch 
sales offices and motor warehouses in all 
parts of the country—no delay in shipping 
motors and motor parts to mill-supply 
houses or their customers. 


A COMPLETE LINE OF DUST- 
PROOF TOTALLY-ENCLOSED 
FAN - COOLED MOTORS — 
DESCRIBEDIN 
BULLETIN 151. 


Wagner Electric 


Wagner Electric Corporation, 
6432 Plymouth Ave., 
St. Louis, Mo. 


Gentlemen: 
Please send copy of the following: 


CJ Balletin 174. 


Atlanta, Ga. Cleveland, Ohio Kansas City, Mo. Omaha, Nebr. [] Bulletin 167 Place an “X” in squares 

Baltimore, Md. Dallas, Texas Los Angeles, Calif. Philad. Iphia, Pa. at before bulletins desired 

Boston, Mass. Denver, Colo. Memphis, Tenn. Pittsburgh, Pa. C) Bulletin 151. . 

Buffalo, N. Y. Detroit, Mich. Milwaukee, Wisc. Portland, Ore. 

Chicago, Ill, Houston, Texas Minneapolis, Minn. Salt Lake, Utah ne al PERRO 0.66.0 0:00:00 0:0:0:000:40540606660000 60000008 

Cincinnati, Ohio Indianapolis, Ind. New York City, N. ¥. Seattle, Wash. 

San Francisco, Calif. St. Louis, Mo. Toledo, Ohio a 

COMPEMF cccccccccccccccresrrereeseeeeeeceeesecoeonelee 
Address 
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Tell Every Customer 


How Automatic Saw Filing 
Saves Hundreds of Dollars a Year 


Keener, truer saws—all unevenness eliminated—filing costs re- 
duced to a small fraction of the cost of hand-filing—these are 
some of the advantages that hundreds of factories enjoy with the 


FOLEY “i: SAW FILER 
One Machine Files All Kinds of Saws 


—band saws, hand saws, cross- 
cut circular saws—every tooth 
filed and jointed exactly uni- 
form in size, height and spac- 
ing—every tooth CUTS. The 
result is faster, truer sawing, 
saws that stay sharp 
longer, more of filer’s 
time for other work. 


30-DAY 
FREE TRIAL 


makes sales easy and proves that the 






Foley is a real necessity. Prospects 
in every industry. Tell your cus- 
tomers. Write us for complete in- 


formation. 


Foley Manufacturing Co. 
46 Main St., N.E. Minneapolis, Minn. 














for FINE THROTTLING 
AND LONG LIFE/ 


Valve maintenance is far more expensive 
than the first cost of a good valve. Reduro 
Globe and Angle Valves pay for themselves 
many times over in labor shutdown savings. 
Seats and Discs are “Swift Metal”—an ex- 
tremely hard surfaced nickel-bronze alloy. 
They therefore have great resistance to wire 
drawing and other abrasive wear. And they 
may be reground or seat and disc renewed. 


READING-PRATT & CADY COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 
Offices and Warchouses: 


Boston, Charlotte, Chicago, Cleveland, Detroit, Hartford, 
Houston, New York, Philadelphia, Pittsburgh, Rochester, 
St. Louts, San Francisco, Tulsa. 





An Associate 
Company 
of the 
American 
Chain 

Company 
Incorporated 








REDUE 











Garnsey Works Manager at 
Goulds Pumps 

Hamilton Garnsey, Jr., has been 
appointed Works Manager of Goulds 
Pumps, Incorporated, Seneca Falls, 
New York, succeeding T. I. S. Boak, 
who resigned. 

Mr. Garnsey joined the Goulds 
organization upon his graduation 
from Cornell in 1923, and spent two 
years at general foundry work. In 
1925, he was appointed foundry en- 
gineer, and held that position until 
1929 when he became assistant to the 


| general manager. 





Mr. Garnsey’s appointment as 
Works Manager follows his recent 
designation as assistant to the presi- 
dent. 


* * Xx 


Dickinson of Taylor Chain Dies 

The death of George F. Dickin- 
son is announced by the S. G. Taylor 
Chain Company, Hammond, Indiana. 
Mr. Dickinson, formerly vice-presi- 
dent and secretary of the company, 
was forced to resign some months 
ago because of ill health. 


* * * 


Booklet on Magnesite Brick 
Issued by General 
Refractories 
“New Developments in Unburned 
Magnesite Brick for the Metallurgi- 
cal Industry,” is the title of the book- 
let issued by General Refractories 
Company, Philadelphia. The greater 
part of the material in the booklet is 
a reprint from an article which ap- 
peared in the December, 1931, issue 
of Mining and Metallurgy, under the 
same heading. It contains a pertinent 
foreword written by Burrows Sloan, 
Chairman of the Board of General 
Refractories Company, whose death 

has just recently occurred. 


* * x 


Electric Hoist Sales Increase 

The members of the Electric Hoist 
Manufacturers’ Association report 
that the number of hoists ordered 
during the month of February, 1932, 
increased 75.308 % as compared with 
the previous month, and the value of 
such orders increased 62.0705% as 
compared with January, 1932. 

Shipments were 37.988% greater 
in February than they were in Janu- 
ary, 1932. 
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ill 
| 36,417 Feet of Fortune Bett 
Sold by One Distributor 


to One Industrial User 











This Distributor / 
writes: = / 
/ 













“We have furnished 36,417 ft. of 
Fortune Belt to one account, sizes 

ranging from 2" 3 ply to 12" 5 ply. 
“This business has been held on 

Fortune Belt only because Fortune 

has proven superior to any other 

brand of belt they have tried. 


/ “We are mighty proud of this record 
/ and trust in days to come that we 
can add a few more large ones to 
our ever increasing Fortune Belt 
orders.” 








Sold Exclusively Through Distributors 


The Mechanical Rubber Company Passaic, N. J. 
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PROFITABLE ! 





. , 
FRANCHISE 








Unless there is profit in a line, 
it will not interest you today. 
There is a real profit in handling 
TORCHWELD Welding and 
Cutting Equipment. We’ve seen 
to that. And that’s one very good 
reason why the TORCHWELD 








Franchise will be valuable to you. 


Ask for our distributor 
proposition. Let us point out 
your markets with the supe- 
rior TORCHWELD fine. 
Write today. 








TORCHWELD Equipment in 
use on a welding job. It does 
its work fast, efficiently, eco- 
nomically and safely. 


224 N. Carpenter Street 
We Sell Through Distributors 





TORCHWELD EQUIPMENT COMPANY 


Chicago 























To Distributor Executives: 


When you have gone through this | 
issue of MILL SUPPLIES, ask your: | 
self if it would not be worth four 
cents a man to you to be assured | 


x-L 


that every one of your salesmen ob- | 
tained the full benefit of the many | 
sales-building helps it contains. 





PIPE NIPPLES 


At a cost of only four cents a month, | 


you can (as hundreds of other dis- | PACKED in CARTONS 


tributors are now doing) send MILL | 
SUPPLIES to each one of your sales- 
men’s homes. There, in one or two} 
evenings a month, they can absorb | 
enough valuable information to re- | 
pay you hundreds of times over for | 
the small expense you have incurred | 


xX 
Xx 
Xx 
in sending the magazine to them. (9 X 
Xx 
Xx 


” TO 1” PIPE SIZE 
ASSORTED OR ONE 
LENGTH 





Send us today the names and ad-| 
dresses of the men who should re-| 


A bill will be! 














ceive the Magazine. 
sent you later. 


MILL SUPPLIES _ 


NO DUST 
NEAT FIT 


| 4 : 
520 N. Michigan Ave., Chicago, Ill. Wheeling Machine Products Co. 


WHEELING, W. VA. 





Seamless Pipe Couplings 


MERCHANT TESTED 











| Dawson of Holo-Krome Studies 





European Conditions 

Edward A. Dawson, Holo-Krome 
Screw Corporation, Hartford, Con- 
necticut, has been in Europe for the 
last two months spending his time 
with distributors and representatives 
of his company. English industries, 
particularly the automotive indus- 
tries, are looking up, he reports. 

Mr. Dawson intends to spend some 
time on the Continent studying busi- 
ness conditions, before he leaves for 
home. He will probably be back in 
the States by April 15. 


* * * 


Leather Belting to Be Sold by 
Thickness Instead of Ounces 
per Square Foot 

For the greater protection of con- 
sumers of leather belting, the Amer- 
ican Leather Belting Association has 
decided it will establish and sell this 
commodity by specifications of thick- 
ness instead of weight. This dis- 
cards the old weight terminology 
of “ounces per square foot” which 


may be varied by the mere addition 





of weighting materials to the leath- 
er, and does not always represent a 
differential in transmission values. 
It is an interesting and progres- 
sive move for the purpose of estab- 
lishing higher standards for a prod- 
uct that has been sold by weight for 
many years. A canvas of all manu- 
facturers of belting throughout the 
country indicates that the movement 
has the endorsement of the entire 
industry—manufacturers and users 
alike. 
* * * 


Harnischfeger Acquires Hansen 
Welder Rights 


A development of considerable 


| importance in the rapidly expanding 


uses of welding, is seen in the acqui- 
sition of the manufacturing rights 
for the well known Hansen Arc 
Welder by the Harnischfeger Cor- 
poration, Milwaukee. 

The Hansen Welder was devel- 
oped by the Northwestern Manufac- 
turing Company, and has been manu- 


| factured and marketed by that con- 


cern for some years. Klaus L. Han- 
sen, inventor of the Hansen Welder, 
and for some years a foremost tech- 
nician in the developing of welding 
equipment, has joined the staff of the 
Harnischfeger Corporation. 
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DROP 
FORGED 


Vox gt 


| HENRY VOGT MACHINE CO., LOuIsviLLe, KY. 








CATALOG F-7 COVERS OUR 
COMPLETE LINE OF VALVES, 
FITTINGS AND FLANGES 





New York, Chicago, Cleveland, Philadelphia, Dallas 


Manufacturers of Drop Forged Steel Valves and Fittings, Oil Refinery Equipment, Water Tube Boilers, 
Ice Making and Refrigerating Machinery, Heat Exchangers 
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Beir. pees KCAL RSS ERY 


THE MOTIVES 
BEHIND OUR , 
POLICY 








OR more 

than a 

quarter century we 

have been planning, 

designing, building and 

improving ATLAS Car Mov- 

ers. Always the thought upper- 

most in our minds has been that 

our mover must be so constructed as 

to give a good account of itself regard- 

less of the conditions under which it is 

used—and so merchandised that our dis- 

tributors will be afforded very definite 

protection and the greatest possible op- 

portunity for satisfactory profits. Write 

for complete information on our distrib- 
utor sales policy. 


INDUSTRY 
Bey a 


kos: 
nt te Me ao 
SIR, 


APPLETON 
CAR MOVER COMPANY 
APPLETON, WIS. 


MARVEL—— 


HIGH SPEED EDGE 


Hack Saw Blades 









For Sales and 
Profits 
Sell Marvel High-Speed Hack 


Saw Blades. The long lasting 
high-speed steel cutting edge 





and the special alloy, tough, un- 
breakable back guarantees 
your customer remarkable 
performance. 














Marvel 
Blades meet 
the demand for 
better blades, and 
they bring profitable 

repeat business. 


| Torrence Elected President of | 
| Link-Belt Company 


| On March 22, 1932, at the 58th 
annual meeting of the stockholders, 
George Paull Torrence, vice-presi- 
| dent in charge of the company’s 
| Indianapolis operations, was elected 
president of the Link-Belt Company. 

Mr. Torrence was graduated from 
Purdue University, class of 1908, 
and has had 21 years’ experience in 
various departments of the company 
which he now heads. He is now 
responsible for the management of 
Link-Belt Company’s 17 plants and 
warehouses, with a sales organiza- 
tion in all principal cities. 


- 


Red Shield’ 
& 


H> H 
SPEED 
DRILLS 


Leading Distributors 
always sell 


Ked Shield” 


Drills because their customers 
create new trade by con- 
stantly recommending their 
results. 













o* * *” 


Wahlen Joins Independent 
Pneumatic 





| William Wahlen, who for a num-| 
| ber of years has specialized in the | 
distribution of electric tools through | 
dealers, has joined the dealer sales 
department of the Independent | 
Pneumatic Tool Company, Chicago. 


np ‘Tue Stanparp Toot Co. 
Change in Wrought Pipe | CLEVELAND 


j New York: 94 Reade St. 
Standards Proposed | Chicago: 552 W. Washington Bivd. 


A proposed modification of sim-| 


| plified practice recommendation No. | 
57, on wrought-iron and wrought- | 1905 Stran 1932 
| steel pipe, valves, and fittings, by | FLEXIBLE SHAFT 


‘liminating the 3% inch nominal in- 
ee ee ee en ee | MACHINES 
side diameter pipe from Table 3—| 
1/8 to 2 H. P. 


“Double Extra-Strong Pipe,” has | 


SAVE INDUSTRY, 








just been mailed to all interests in| for 
the industry for their consideration | GRINDING 
and written approval. This action | POLISHING 
has been taken at the instance of the | ROTARY 
standing committee of the industry FILING 
ae “clin SANDING 
| in charge of the recommendation. DRILLING 
All other diameters and weights | SCREW 
in the present draft of the recom- | DRIVING 





NUT SETTING 





mendation are to be retained, with- 
| out change. | and 
* * * | a Many Other 
| Ristau Sales Manager at Skilsaw | WE BUILD ee 
Edward W. Ristau has been ap-| ONLY THE 
pointed sales manager of Skilsaw,,) HIGHEST 
Incorporated, Chicago. He had; QUALITY 
been with the company for a period) FLEXIBLE 
of years prior to 1930 in the capac-! =” 
| itv ot Contras ae _—— For MACHINES 
the past two years, however, Mr. 
Ristau acted in the capacity of Chi- eenann 
cago industrial man for the Black &| SEND FOR 





ARMSTRONG-BLUM MFG. CO. 
“The Hack Sau People” 
353 N. Francisco Av., Chicago, U.S.A. 
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N. A. STRAND & CO. 


MANUFACTURERS 
5001 No. Lincoln St., Chicago 


Decker Manufacturing Company, | 
which position he resigned to accept 
the position of sales manager at Skil- 
saw. 








— 














XUM 


APRIL, 1932 


MILL SUPPLIES 79 











Industrial Buyers NEVER were more critical 
nor exacting in their demands than at the pres- 
ent time. This gives you, Mr. Distributor, the 
opportunity to justify your customer's confi- 
dence by convincing him that you stock and 
recommend the right product for each job. 


How many times has an order been lost 
without you understanding the definite reason 
WHY? When it comes to belting, we can tell 
you because no distributor's belting line is 


complete without VICTOR BALATA BELTING. 


VICTOR BALATA BELTING DOES NOT 
CONFLICT WITH ANY LINE OF BELTING 
YOU MAY CARRY NOW! 


VICTOR BALATA Belting is adaptable to 
practically all conveying and elevating pur- 
poses and the transmission of power. 


It is dependable in quality, resistant to 
weather, water, wear and deterioration. It is 
sanitary, efficient and dependable where other 
types of belting will not operate and com- 
pletes or rounds out your belting stocks to 
meet every belting problem. 


VICTOR BALATA Belting is made to meet 


specific needs, therefore, creates new business. 


The VICTOR BALATA PLAN tells you and 
your salesmen not only where new business is— 
BUT—also how and when to sell it effectively 
and profitably. See The Line and The Plan. 


e»xBELTING 


BUSINESS 
FOR YOU!!! 


THE “V-B” SALES PLAN OPENS UP 
NEW AVENUES TO PROFITS WITH- 
OUT CONFLICTING IN ANY WAY 
WITH BELTING LINES YOU MAY 
NOW BE CARRYING 




















THE PLAN— 


A sgles policy that recognizes the industrial distributor as the logical 
sales outlet for Victor Balata Belting and provides full cooperation 
with the distributor and his salesmen by: 


1. Offering product and market application charts which 
point out definite sales opportunities with Victor Balata 
belting. 


2. Presenting market determination data monthly in MILL 
SUPPLIES Magazine for use of your salesmen. 


3. Supplying complete sales manuals for your salesmen. 


4. Affording thorough protection and allowing distributors 
a really adequate and attractive margin of profit. 


THE LINE— 


Victor Balata Belting —the best ‘“Easton”’ White Solid Woven Cot- 


all-around belt for driving, con- 
veying and elevating. Water-proof 
— weatherproof — sanitary — dur- 
able. Recommended for sand, 
gravel, brick, clay, stone and coal 
industries, as well as for all indus- 
trial purposes. 


“Rilt-Rite’’ Conveyor Belting—the 
latest development in a belt to re- 
sist abrasion such as crushed rock, 
sand and gravel, etc. 


Canvas Stitched Belting—for driv- 
ing and conveying. Recommended 
for agricultural uses, package con- 
veyors, sand handling, etc. 


ton Belting—for light conveying 
and elevating. 


“Penntex” Solid Interwoven Belt- 
ing—for transmission and convey- 
ing under heat and acid condi- 
tions. 


Package Conveyor Belts — solid 
woven and inner-stitched canvas 
for conveying all types of mate- 
rials. 


“Victor” Endless Thresher and 
Tractor Belts — constructed with 
the improved bias lap. 


VICTOR BALATA & TEXTILE BELTING CO., 38 Murray Street, NEW YORK 
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far more ¢ 


Gbonite 


BLOCKS 


Ebonite Brake Linings and Blocks outwear 
ordinary frictional materials, give a softer, 
firmer brake and reduce adjustments and 
brake drum replacements. 


They contain 
il (heat d ) and 





scoring. 





a ee : 


less asbestos (heat insulator) hence carry 
heat away from the frictional surface— 
do not carbonize, the cause of most drum 
That is why leading manufactur- 
ers of power shovels, cranes, hoists, drag- 
lines and other equipment with severe 
brake requirements now rely on Ebonite. 


Recommend Ebonite with confidence for 
all automotive, 
tion equipment. 
and model of the machine and we will 
send you the proper material. 
ings carry a wide margin. 


industrial and construc- 
Just send us the make 


Brake lin- 


Write for Catalog Sheets 
for your salesmen, 


discounts. 


~=>L.J.MILEY CO.F 


te 


> INCORPORATED 
1462 S.Michigan Ave. 
~ CHICAGO-U.S.A. 


- FACTORY — HUNTINGTON, INDIANA 








LINE 


No. 
$45 list. 


motors, 


turn over. 


Model 
$60.00. 


Electric 
Blower 
Company 


352 Atlantic Ave., 
Boston 9, Mass. 





DISTRIBUTORS 


HERE IS A FAST SELLING 
AND PROFITABLE 


Ball Bearing 


Portable Electric 


Blower 


The new “Marvel” Model 
2 Air Cooled Ball 
Bearing Blower outfit for 
Designed espe- 
cially for all classes of 
industrial use and in big 
demand by your custom- 
ers for blowing dust and 
dirt out of machinery, 
generators, 
switch boards, looms, etc. 
Liberal profits and fast 


No. 3 Sells for 


; 4 } 


| John T. Clancy Dies Suddenly 
| John T. Clancy, an executive 
of Worthington Pump and Machin- 
| ery Corporation, died suddenly of 
| a heart attack, March 9, while lec- 
| turing at the Engineers’ Club, New 
| York City, before a meeting of the 
| American Society of Mechanical 
| Engineers. 
Mr. Clancy was born in New 
| Brunswick, New Jersey, in 1890. 
He joined the Worthington Corpora- 


| tion in 1919, and in 1923 became as- 
sistant manager of oil and gas engine | 


sales, with headquarters at Buffalo, 


| the position he held until his death. 


* * * 


Northwest Welding Congress 

The Civic Northwest Welding Con- 
gress and Show, sponsored by the 
| American Welding Society, Oregon 
branch, will be held in the Public 
| Auditorium, Portland, April 28, 29 


| and 30. 


* * * 


Wheelbarrow Simplification 
Approved 
The revised simplified practice 
recommendation R105-32, covering 
wheelbarrows, has received the re- 
quired degree of acceptance from 


| all interests in the industry, and may 
| be considered in effect as of April 
| 1, 1932, according to an announce- 


| ment by the division of simplified 
| practice of the Bureau of Standards. 
Forty-one, sizes and types of 

| wheelbarrows were listed in the 
original simplified practice recom- 
mendation. In the revised program 
this number was further reduced to 
27. Designation numbers also have 
| been given the wheelbarrows con- 
| tained in the revised simplified list. 


* * * 


How We Went About 
Determining Our Market 
(Continued from page 11) 


Our market survey card has proved 
worthwhile. Some business is trace- 
able to it and buyers have indicated 
they appreciate having it. Not only has 
the card been a good-will and busi- 
ness builder among buyers, but also 
it has provided us with an easy, ef- 
fective method of determining mar- 
kets. Last, but of vital importance, 
the use of this market survey card 
has focused the attention of our sales- 
men on opportunities for sales to 











their own customers which they 


| never dreamed existed. 





Bolt and screw 
buyers prefer to 
stick toONE line 
that is complete 
enough to provide 
for their varied 


needs se that’s 


Ottemiller 





—and in quality 

and uniformity in 
| dimensions, Otte- 
} miller seeks first 
place. You don’t 
| have to apologize 
| for anything Otte- 
miller makes and 
ships. 


We also sell 
Dardelet Thread 
Screws 


THE Wm. H. 


OTTEMILLER 


COMPANY 
York, Pa. 




















S IMPLE, ef- 


fective design distinguishes the 
Davis Pressure Regulator. This 
automatic valve has no springs 
or toggles — no packings — no 
diaphragm — no auxiliary valve 
—no small ports. Naturally, 
it's reliable and long lived with 
minimum maintenance cost. 

For reducing any high initial 
pressure to any desired service 

ressure, recommend Davis 
sin Regulators. 


DAVIS REGULATOR 


COMPANY 
2544 S. Washtenaw Avenue 
CHICAGO, ILLINOIS 


MS 4 Gray 
































